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P.A.s See Election 
HavingLittleEffect 
On Buying Policies 


New York—Purchasing execu- 
tives sizing up the election found 
little to excite them into changing 
current buying policies. 

Business experts generally saw 
little danger of a sharp enough 
change in government policies to 
alter significantly the current busi- 
ness outlook. With few excep- 


tions, key analysts saw prices and | 


inventories holding at or near 
present levels and the possibility 
of outsize government spending 
checked by the narrowness of the 
Kennedy victory. 

But key purchasing executives, 
economists, and other business 
and industrial leaders contacted 
by PURCHASING WEEK said they 
would maintain sharp lookout 
for Kennedy Administration pro- 
posals and actions that would 
signal price shifts, affect interest 
-rates, and generally enliven pro- 
duction line performance. 

Some economists regarded the 
end of a long period of political 
uncertainty as one of the biggest 
plus factors arising out of the 
balloting. In some quarters the 
fact that a decision—one way or 
the other—finally had been made 
was regarded as a spur to those 
business areas where executives 
had held off on big decisions 

(Turn to page 43, column 1) 


Air Secretary Lines Up 
-Inspection of Contractors 


To Improve Procurement 


Washington—Air Force Secy. 
Dudley C. Sharp last week or- 


dered an unprecedented series of | 


plant inspections to “survey man- 
agement practices” of major. Air 
Force contractors. 

A special team of procure- 
ment, production, and auditing 
experts, under the direction of the 
Air Force Inspector General’s 
office, will visit major plants. The 
Martin Co.’s Titan ICBM project 
will be the first scrutinized. 


The upshot of the new plant. 


inspections could be a major re- 
vamping of Air Force procure- 
(Turn to page 4, column 4) 


Government Experts See New Inventory Pattern 


Based on Lower Stocks, Faster Communication 


31% %, effective Jan. 1. 


Whether the price of tin plate 
but aluminum, fighting to increase 
its sales to the can industry, has 
come up with a price cut. Kaiser 
and Reynolds Metals announced 
a .3¢/lb. reduction in aluminum 
sheet to can makers, and Alcoa 
was expected to follow in their 
footsteps. 

Last Jan. 1, Canco, along with 
Continental Can Co. and Na- 
tional Can Co. adopted a new 
policy guaranteeing its prices for 
one full year. These can makers 
have kept their word. 

While Canco was the only 
major producer to announce price 
rises for 1961, the other members 
of the industry’s “big three” ad- 
mitted that changes in their list 
prices were imminent. 

“I don’t know when we'll an- 


nounce new prices,” National 
(Turn to page 42, column 4) 


P/W PANORAMA 


®@ Automated Warehousing has been perfected by the Air 
Force to the point where it’s only a two-man job to handle 
250,000 Ib. of cargo daily. The system offers some guidelines 
for industry which you may find of interest. See pages 22-23. 


@ How’s Your Business Strategy These Days? On page 20, PW 
offers another pair of tantalizing problems set up in the 


form of a game to enable you 


to sharpen your decision-mak- 


ing ability. Take a breather, and give them a try. 


@ Will the Recent Rash of Gold Speculation have any effect on 
world commodity prices? Not directly, according to those who 
have analyzed these international high jinks. Then why all 
the fuss? The story on pages 8 and 9 has the answer. 


@ The Selling Price Is Speeding Up in the metalworking and 


production machinery resale 


market. But the experts see 


prices remaining steady for several months. For the latest 


‘report on auctions and prices, 


see the listings’ on pp. 39-40. 


Canco Confirms Jan. 1 Price Boost; 
Other Firms Also Plan Adjustments 


New York—American Can Co.’s Canco Division last week 
came through with a hike in can prices, as expected, of 1% to 


For the second successive year, however, Canco promised its 
customers that the new prices “will be firm except for any increases 
in the price of plate or further increases in freight.” 


would rise was a moot question, 


Aluminum Industry Sees 
Price Hike Coming in’61 
Pittsburgh—The aluminum in- 


dustry is eyeing a general price 
increase next year, but as in 
steel, the talk currently is 
stronger than the market. 

A spokesman for Aluminum 
Co. of America foresaw prices 
“firming at a higher level in 
1961,” but he said he could not 
predict exactly when. 

He said the increases were 
necessary because prices cur- 
rently are out of line in relation 
to cost. and investment, “and 
earnings sink lower each quarter 
although shipments approach 


record levels.” 
Talk of a general price in- 
(Turn to page 4, column 3) 


VIAL PACKAGING is used by 
New Hampshire Ba'l Bearing Co. 
to cut movement during ship- 
ment. Vials hold 1¢-25 bearings. 


(A Special P/W Washington Report) 


® Are today’s inventory cutbacks teaching business- 
men the lasting lesson that they needn’t let their stocks 


bulge so much? 


@ Are better data processing and swifter transporta- 
tion taking some of the risk out of such a diet? 

In top government economic and statistical circles, 
the answers are beginning to look like a sure “yes”. 


Paper Mill Price Zigzags 
Baffle Packaging Buyers 


New York—Fast moving price 
fluctuations in the paper industry 
are keeping buyers of fiber boxes 
and corrugated packaging ma- 
terials up in the air. 

Here are some recent changes: 

@West Coast  corrugating 
board—Up from $114.75/ton 
to $127.50/ton. 

@Corrugating “filler’—-Down 
from $132.50/ton to $119.25. 

@Finished boxes—Increased 

(Turn to page 41, column 3) 


—__This Week’s- 


Last week Arthur Moore, ex- 
perienced McGraw-Hill Washing- 
ton reporter of economic affairs, 
put the questions below to a 
group of the most knowledgeable 
government observers. Their 
composite answers follow each 
question. What these observers 
detect, in a nutshell, is the begin- 
ning of a new, more sophisticated 
philosophy of supply that may 
deeply affect the character of 
business “cycles” for years to 
come. 

Here’s how Louis J. Paradiso, 
managing director of the Com- 

(Turn to page 42, column 1) 


Purchasing 
Perspective ‘’ *” 


FORECAST FOR PURCHASING—It’s still much too early 
to make an educated guess as to what effect the Democratic 
victory will have on business and economic conditions in general. 
But chances are that—at this $tage—the economic facts of life 
will figure far more strongly in the decisions that industry makes 
than will the new Administration’s anticipated policies—fiscal 


or otherwise. 


So let’s epitomize the thinking gleaned from the most recent 
session of a group of business economists that assemble quar- 
terly for give-and-take opinions with staff members of the 
McGraw-Hill Dept. of Economics: 

© Most of the significant business gains of 1961 will be regis- 
tered in the second half of the year. You can expect some set- 
backs in the first two quarters—such as further declines in 
industrial output and gross national product; but compared to 
the 1957-58 and 1953-54 declines, the early 1961 adjustments 
will be modest and the rebound will be vigorous. 

One reason for maintaining confidence in the economy’s 
ability to weather the storm is that excesses that marked the 

(Turn to page 42, column 4) 
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This Week's Commodity Prices 


Nov. 9 Nov.2 Year % Yrly 


METALS Ago Change 
Pigiron, Bessemer Pitts., gross tom.........-+eee0+ 67.00 67.00 67.00 0 
Pig iron, basic valley, gross tom............eeeeeeee 66.00 66.00 66.00 0 
RR EON PU, MOO SOR. ce cswsvasesvcttvcesse 80.00 80.00 80.00 0 
Steel, structural shapes, Pitts., cwt.............000. 5.50 5.50 5.50 0 
Steel, structural shapes, Los Angeles, cwt........... 6.20 6.20 6.20 0 
GUE as clv'n at's caic¥ siete cckeces 5.97 5.97 Co ae | 
I CR I hae i, a ate et eke a's 5.675 5,675 5.675 0 
ee ENOND, CRICRRD, CWE in ec ccc side c res cscncccs 5.30 5.30 5.30 0 
Steel scrap, #1 heavy, del. Pitts., gross ton.......... 27.00 27.00 46.00 —41.3 
Steel scrap, #1 heavy, del. Cleve., gross ton......... 25.50 25.00 41.00 —37.8 
Steel scrap, #1 heavy, del. Chicago, gross ton........ 25.00 26.00 45.00 —44.4 
OR, SUD isis ba PPL) 6 bd > 6 Awae. bs 0.0 000-8 .26 .26 247 + 53 
Secondary aluminum, #380 Ib.................06. 23 23 238 — 35 
Copper, electrolytic, wire bars, refinery, Ib........... .296 .296 346 —145 
Copper scrap, #2, smelters price, Ib................ .245 .233 27 — 93 
i Me Wes ie teh ecweseese 12 12 13 — 7.7 
Nickel, electrolytic, producers, Ib..............+00: -74 .74 .74 0 
Bem, GaN, INV, Binns cccescrccscvccscccctosece 1.033 1.033 1018 +415 
Zinc, Prime West, East St. Louis, Ib................ 13 13 125 + 4.0 
FUELS 

Fuel oil #6 or Bunker C, Gulf, bbl................ 2.30 2.30 2.00 +15.0 
Fuel oil #6 or Bunker C, N.Y., barge, bbl.......... 2.62 2.62 2.37 +10.5 
Heavy fuel, PS 400, Los Angeles, rack. bbl.......... 2.05 2.05 2.15 — 4.7 
Lp-Gas, Propane, Okla., tank cars, gal.............. 045 .045 OS —10.0 
Gasoline, 92 oct. reg., Chicago, tank car, gal........ -126 .126 116 + 8.6 
Gasoline, 84 oct, reg., Los Angeles, rack, gal......... 105 .105 117 —103 
Kerosene, Gulf, Cargoes, gal..............seeceees 09 09 .086 + 4.7 
Heating oil #2, Chicago, bulk, gal................ -095 .095 .091 + 4.4 
CHEMICALS 

Ammonia, anhydros, refrigeration, tanks, ton........ 94.50 94.50 88.50 + 6.8 
Benzene, petroleum, tanks, Houston, gal............ 34 34 31 + 9.7 
Caustic soda, 76% solid drums, carlots, cwt...... 4.80 4.80 4.80 0 
Coconut oil, inedible, crude, tanks, N.Y. Ib.......... -143 .143 .20 —28.5 
Glycerine, synthetic, tanks, Ib...............cccece .293 .293 .293 0 
Linseed oil, raw, in drums, carlots, Ib.............. .159 .159 18 —11.7 
Phthalic anhydride, tanks, IB... ... 61. c cece cece 185 185 165 - +12.9 
Polyethylene resin, high pressure molding, carlots, Ib. . .275 .275 35 —21.4 
Rosin, W.G. grade, carlots, fob N.Y. cwt............ 18.10 18.10 11.50 +-57.4 
NCE Die FOSCIINS Ube SEL Ce kb hoes Bis ek c0.cs 1 31 3 0 
Soda ash, 58%, light, carlots, cwt...............00. 1.55 1.55 1.55 0 
Sulfur, Gude, bulk, long tOR. . incense ccc esccce 23.50 23.50 23.50 0 
Sulfuric acid 66° commercial, tanks, ton........... 22.35 22.35 22.35 0 
Tallow, inedible, fancy, tank cars, N.Y. Ib.......... 059 059 064 — 7.8 
Titanium dioxide, anatase, reg. carlots, Ib........... 255 255 255 0 
PAPER 
Book paper, A grade, Eng. finish, Untrimmed, carlots, 

he Ee EE ER ORE Ee Oy ae ee 17.75 17.75 17.20 + 3.2 
Bond paper, #1 sulfite, water marked 20 Ib, car. lots, 

ie EE eC EE ET SOO Te ey ae 25.20 25.20 25.20 0 
Chipboard, del. N.Y., carlots, ton.................. 100.00 100.00 95.00 + 5.3 
Wrapping paper, std. Kraft, basis wt. 50 Ib rolls...... 9.50 9.50 9.25 4 27 
Gummed ee #2, 60 Ib basis, 600 ft. bundle. . 6.30 6.30 6.30 0 
Old corrugated boxes, dealers, Chicago, ton.......... 18.00 18.00 19.00 — 5,3 
BUILDING MATERIALS+ 
Cement, Portland, bulk carlots, fob New Orleans, bbl. . 3.65 3.65 3.65 0 
Cement, Portland, bulk carlots, fob N.Y., bbl........ 4.20 4.20 4.18 + § 
Southern pine, 2x4, s4s, trucklots, fob N.Y., mftbm... 118.00 118.00 125.00 — 56 
Douglas fir, 2x4, s4s, carlots, fob Chicago, mftbm. .. . 133.00 133.00 138.00 — 3.6 
Spruce, 2x4, s4s, carlots, fob Toronto, mftbm........ 82.00 82.00 89.00 — 79 
Fir plywood, 4” AD, 4x8, dealer, crid, fob mill, msf. . 68.00 68.00 64.00 + 63 
TEXTILES 
ae ale be, ot Pe ARE emer 14 14 10 
Cotton middling, 1”, N.Y., Ib...............00000.. 322302 327 gy 
Printcloth, 39”, 80x80, N.Y., spot, yd.............. 18 en es 174 
Rayon twill, 40%”, 92x62, N.Y., yd.............0.. 22 .22 .25 —12.0 
ie RIOR ee So Recs 1.465 1.455 1.58 — 7.3 
— AND RUBBER 

ides, cow, light native, packers, Citcees. 1.656... 15 155 - 
Rubber, #1 std ribbed smoked sheets, N.Y., Ib....... 318 32 238 4 


t Source: Petroleum Week + Source: Engineering News-Record 
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This Week’s 


Price Perspective 


NOVEMBER 14-20 


THE BIG PUSH ON PRICES exerted by the wage cost factor is beginning 
to show signs of letting up. 

The new trend shows up in a recent survey of wage contracts that reveals 
management is taking a much tougher attitude towards wage agreements 
that could push up unit-labor costs. 

The change reflects, in large part, the current earnings picture; with profits 
down and prices fairly stable, the nation’s corporations have had to take 
a firm stand. 

But that’s not the whole story. Unions no longer pack the same bar- 
gaining punch that rang up a sensational streak of victories in the fifties. 
For one thing, they’ve been weakened by intramural rivalries, as well as 
dissension among the rank and file. 

Then, too, there’s the labor glut. With more than 6% of the work force 
unemployed, labor is hardly in a position to demand big wage boosts. 

* * 2 


STATISTICAL VERIFICATION of easing wage cost pressure comes from 
the latest Labor Dept. figures on hourly wage rates. 
In the last 12 months, the average industrial worker received only a 3.2% 
increase. That’s well below the 4.4% year-to-year gain racked up in 1959. 

In fact, the latest 3.2% figure represents the smallest postwar boost in 
history—with the exception of 1954, when the economy was bogged down 
in a serious recession. 

Equally significant, the moderation in wage hikes holds for almost all 
major industries. 

Take primary metals. Spearheaded by the recent steel settlement, metal 
industry wages have gone up only 2.7% over the past year. 

In no-electrical machinery, the gain is even less—only about 2%. 

e ~ * 


THE ELECTRICAL EQUIPMENT INDUSTRY perhaps best typifies the 
new trend—both as to the dollars-and-cents terms of agreement and the tech- 
niques that helped bring them about. 

Consider the recent General Electric settlement. The firm made one offer— 
and then stood fast, making no concessions as far as major provisions 
were concerned. 

Now compare this show of strength with the union’s position. The Inter- 
national Union of Electrical Workers got only lukewarm support from most 
members. And when a big Schenectady local defected and went back to 
work, the union had no alternative but to capitulate. 

Result: Workers had to settle for only a 3% wage boost—even less than 
the 3.2% national average noted above. 

Since output per manhour (productivity) is also rising by 3% per year, 
labor costs per unit of output remain unchanged. And that’s why the agree- 
ment is being hailed as non-inflationary by so many key observers. 

. 3 4 


THE COST-OF-LIVING BONUS may be a major casualty in the new 
management-labor power realignment. 

The bonus clause was substantially weakened by the recent steel contract, 
which put a ceiling on future cost-of-living boosts. The effect of this is to 
deprive steelworkers of most of the 3¢ boost they would have had coming to 
them next month under previous contracts. 

Now to add to the unions’ woes, the GE and Westinghouse contracts 
have dealt the whole concept what might prove to be a fatal blow by 
eliminating cost-of-living bonuses altogether. 

The real test could come next summer—when the autoworkers (one of the 
originators of the escalator clause) start bargaining on a new contract. 
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Chicago Manufacturers Push Reciprocal Buying 


Chicago—The Chicago Pur- 
chasing Agents Assn. has an- 
nounced that 19% of members 
surveyed are under pressure to 
buy from customer-suppliers— 
and about 38% are encouraged 
by top management to do some 
reciprocal buying. 

These facts, brought to light 
by the association’s Business 
Survey Committee, will come as 
no suprise to P. A.’s who already 
have accepted reciprocity as a 
“fact of life” in today’s economy 
(see PW, Nov. 7, ’60, p. 3). The 
new twist, however, is to funnel 
reciprocal deals through a special 
trade relations department rather 
than saddling them directly on 
purchasing and sales. 


Confirms NAPA Survey 


In assessing the purchasing 
outlook on current buying and 
general business conditions, the 
Chicago survey confirmed most 
of the conclusions of the NAPA 
business survey report which 
came out a few days earlier. On 
inventories, the Chicago purchas- 
ing men indicated an inventory 
reduction program still was being 
continued with well over one- 
third of the firms reporting their 
stocks at the start of November 


were lower than the previous 
month. 
For the fourth consecutive 


month, the Chicago buyers re- 
ported they were paying lower 
prices for their principal items, 
indicating a “renewed resistance” 
to higher prices. In general, 
Chicago P. A.’s found that ven- 
dor deliveries in their area con- 
tinued to be “very good,” and 
lower inventories, employment 
levels, and backlogs, together 
with steady production schedules 
gave little promise of a brighter 
business picture in the next few 
months. 

In the NAPA report, the sur- 
vey committee found “more pes- 
simism than optimism” in sum- 
ming up the October general 
business situation. 

The NAPA survey said there 
will be “little acceptance among 
buyers of any price increases in 
the near future.” The pace of 


Low Import Tags 
Bring Price Slash 
OnDomestic Cable 


New York—-Led by Phelps- 
Dodge, domestic producers of 
lead-sheathed cable insulated by 
paper and polyethylene have 
made a “reluctant” price reduc- 
tion to meet foreign competition. 

“Our costs have gone up, but 
we reluctantly reduced prices to 
meet competition from Europe 
and Canada,” a Phelps-Dodge 
spokesman said. “We hope the 
price cut is sufficient.” 

imported cable still is reported 
available at somewhat below the 
new Phelps-Dodge listings. But 
the company feels the gap is now 
narrow enough to be offset by the 
advantages of quick delivery and 
engineering service available to 
buyers of the domestic cable. 

“Also,” a Phelps-Dodge official 
commented, “our cable is tailor- 
made to the U.S. market.” That 
includes such factors as_ the 
higher load and more extreme 
temperature conditions that char- 
acterize American utilities. 


November 14, 1960 


inventory liquidation is slowing, 
the NAPA survey said, “but the 
trend continues.” 

NAPA business survey mem- 
bers reported that their purchased 
material inventories for the 
month of October still remained 
higher than required by the gen- 
eral business climate. The gen- 
eral consensus was that because 
they do not expect business to 
improve very much during the 
balance of the year, the down- 
ward trend of inventory balances 
will continue through 1960. 


The report said: “The pres- 


sure exerted by manufacti ‘ers to 
hold minimal production levels 
brought about a rather noiiceable 
lowering of prices in October.” 
In listing price chang the 
NAPA buyers said they found 
higher prices in steel chain, tin, 
fuel oil, jute, phenol, phenolic 


resins, rosin sizing, and V-belts. 
On the down side were: alumi- 
num, brass ingot, copper and 
copper products, scrap steel, 
stainless steel, corn starch, lum- 
ber, wood pallets, rubber, cotton, 
electrical equipment, and linseed 
oil. 


| Study Group Urges All-Out Attack 
On U.S. Transportation Problems 


Washington—A plea for more 
thorough and _better-organized 
research into transportation prob- 
lems has been voiced by a study 
group organized under the aus- 
pices of the National Science 
Foundation. The group, which 
ncluded government officials, pri- 
vate experts and_ university 
specialists, met over a five-week 
period at Woods Hole, Mass. 

The group said the nation’s 
transportation system is in a 
crisis because much of it is obso- 


lete or poorly adapted to today’s 
needs and because government 
policies, enunciated by a number 
of separate agencies, are unco- 
ordinated and very often ill-ad- 
vised. 

The group’s report, entitled 
Conference on Transportation Re- 
search,” may be obtained for $1 
from the printing and publishing 
office, National Academy of Sci- 
ences-National Research Council, 
2101 Constitution Ave., N. W., 


Washington 25, D. C. 


Ready...aim...NO FIRE! 


Take 10 high-temperature alloy-melting 
furnaces, hydraulically operated—each 
pouring 1500 lbs. of molten metal every 
hour in close proximity to “‘live’’ hy- 
draulic lines—and you can readily see 
why selection of hydraulic fluids is im- 
portant to Calumet & Hecla’s Wolverine 
Tube Division. 


Now the operation is made more reli- 
able by the use of Shell Irus Fluid 902, a 
water-in-oil emulsion type fluid. Irus® 
Fluid was C & H’s choice, after carefully 


AN INTERESTING FACT! 
Every Shell Branded Industrial Lubri- 
cant is named for a sea shell. Shown 
here is the rus ellipticus. 


studying other commercial hydraulic flu- 
ids—for many reasons: 


1, 
2. 


3. 


Irus Fluid will not support combustion. 
Irus Fluid has excellent lubricating prop- 
erties. 


Irus Fluid has hydraulic efficiency and 
equipment compatibility. 


. Irus Fluid is economical, costing about 


one-third less than other fire-resistant 
fluids. 


. Irus Fluid’s bright yellow color makes it 


easy to spot and trace leaks. 


Purchasing Week 


In plant after plant, operators find that 
these advantages assure maximum safety 
to both personnel and equipment. 


If you have a hydraulic line fire hazard, 
we suggest that you have the Shell In- 
dustrial Products Representative show 
you the many advantages in Irus Fluid 
902; or write to Shell Oil Company, 50 W. 
50th St., New York 20, N. Y., or 100 Bush 
St., San Francisco 6, Calif. In Canada: 
Shell Oil Company of Canada, Ltd., 505 
University Ave., Toronto 2, Ontario, 


| SHIELL IRUS FLUID 202 y 


the low-cost, fire-resistant hydraulic fluid 


___This Week's 


Washington 


| 
| 


Perspective 


John F. Kennedy will move quickly as President to beef up 
the economy and to install a host of new policy-making and 
regulatory officials throughout the government. 

Stopping the business slide will be Kennedy’s number one 
project. Among the antidotes he will call for: increased federal 
spending for defense, school aid, housing, and depressed areas. 
These will be given top priority in the hope that it will stimulate 
business and encourage companies to buy in anticipation of 
future orders and a heavier flow of government contracts. 

The hike in government outlays will be proposed without 
offsetting tax increases—even if it means Kennedy’s first budget 
will show a deficit. 

Whether Congress will go along fully with Kennedy remains 
to be seen. The election did not significantly change the com- 
plexion of Congress. It remains preponderantly Democratic— 
to Kennedy’s advantage—but the potent Southern Democrat- 
Republican bloc was not weakened. 

. * 

Here are some of the men in the running for jobs as Kennedy’s 
top advisers. 

On business policies: 

For Secretary of Treasury, Eugene Black, president of the 
World Bank has been mentioned. Chairman of the Council 
of Economic Advisers may be Harvard Professor John Kenneth 
Galbraith. Secretary of Commerce is a possibility for Gov. 
Luther Hodges of North Carolina. 

Antitrust chieis—Connecticut Gov. Abraham Ribicoff is a 
likely choice as Attorney General. Paul Rand Dixon, chief coun- 
sel of Senator Estes Kefauver’s hard-hitting antitrust subcom- 
mittee, is a possibility for chief of the key antitrust division. 

. . . 

Among the regulatory agencies: 

Interstate Commerce Commission—There is one vacancy and 
Republican Chairman John Winchell’s term expires Dec. 31. 
With two appointments to make, Kennedy can gain an immediate 
6-5 Democratic majority. 

Federal Trade Commission—Chairman Earl W. Kintner and 
Edward K. Mills Jr., both Republicans, have not been con- 
firmed by the Senate for new terms. Kennedy can name a 
Democrat to one of their posts and get a three-man Democratic 
majority. A Republican must retain the other seat, and there 
is a chance he would keep Kintner on, but not as chairman. 

Civil Aeronautics Board—The term of retired Gen. John S. 
Bragdon ends Dec. 31. In replacing him, Kennedy also can gain 
a majority on this five-man board. 

Federal Power Commission—Again Kennedy can take con- 
trol early in his Administration. One Eisenhower appointee is 
unconfirmed, a vacancy exists and the term of Republican Arthur 
Kline expires in June. 


NOV. 14-20 


« * * 

On the Congressional scene, Democratic Sen. Estes Kefauver, 
chairman of the Senate Antitrust Subcommittee, won reelection 
in Tennessee. So did Democratic Chairman Oren Harris of 
the House Commerce Committee and John A. Blatnik of the 
House subcommittee which has been investigating the interstate 
highway program. Blatnik will crank up his inquiry again in 
early December; Harris will begin an investigation of alleged 
corruption in the ICC at about the same time. 

* e * 

Kennedy will not ease up any on the tough Eisenhower policy 
on antitrust enforcement. There may be more vigorous moves 
against price discrimination, administered prices, and identical 
bidding on government contracts. Kefauver has particularly 
strong ideas on these subjects and could wind up with a big 
influence on antitrust matters—especially if Dixon moves into 
the Justice Dept. 

Kennedy has been silent on transportation policy for the most 
part. He is expected to oppose “user charges” on barge and 
airlines for use of federally-subsidized waterways and airports— 
something the railroads are fighting for vigorously. Some of his 
advisers have suggested that consideration be given to setting 
up a cabinet-level department of transportation and urban af- 
fairs, pulling together the work now done separately by ICC, 
CAB, the Maritime Board and by Army Engineers on waterways. 

Kennedy is committed to finding new revenue to finance the 
interstate highway system so that it can be completed on schedule 
by 1972. He would consider dipping into the general treasury 
to supplement money now going into the special highway trust 
fund. Kennedy will name a new highway administrator to replace 
President Eisenhower’s man, Bertram D. Tallamy. 

Kennedy also will work to hold down rising prices of natural 
gas but try to insure adequate supply. He may call for more 
oil imports, particularly of residual fuel oil, but only if the 
domestic industry is not endangered. 
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Lau Calls in Vendors for Day of Value Analysis 


Dayton, Ohio—Another com- 


SESSION WITH SUPPLIERS: T. I. Byrd, president of the Lau Biower Co., 


discusses VA with Harold Quinn, Perry Fay Co., at Lau “display” day. 


Aluminum Industry Eyes Price Hike 
While Lowering Tags on Can Sheet 


(Continued from page 1) — 
sheet for cans were dropping. 
Kaiser Aluminum and Chemical 
Co. instituted the .3¢/Ib slash 
last August, and Reynolds fol- 
lowed suit. Alcoa moved last 
week to bring its price in line. 

The cuts brought the price of 
sheet for 6 oz. citrus cans down 
from 32.5¢ to 32.2¢/lb. Kaiser 
said it initiated the move because 
of a July reduction by Alcoa in 
the price of aluminum can metal 
in coil form from 31¢ to 
30.7¢/Ib. 

All three producers said the 
reductions were necessary for 
aluminum to make headway in 
the can field, where it currently 
has a toehold of 1% of the mar- 
ket. They blamed discounting 
and “senseless price reductions” 
by competing materials. 

Producers must go along with 
these discounts if their fabricator 
customer demands a lower price, 
because he in turn has already cut 
his asking price to a customer,” 
said a spokesman for one of the 
Big Three. 

All three companies warned 
that the can sheet reduction 
would not set a pattern for the 
industry. 

“Prices are already too low,” 
an Alcoa spokesman said, “the 
only way they can go is up.” 

Profits of the aluminum in- 
dustry in general were 25% 
lower at the end of the third 
quarter than at the same time 


last year, although dollar sales] ™ 
dropped only slightly more than] / 


2%. This was seen as a reflec- 
tion of higher wages and hefty 
discounting in some lines. 

While price hikes were under 
discussion, some production cut- 
backs were being made. 

@Last week, Reynolds re- 
vealed that it planned to close its 
aluminum reduction plant at 
Arkadelphia, Ark. Jan. 5 “un- 
less the national business situa- 
tion improved before the end of 


the year.” The plant makes 
metallic aluminum from alumi- 
num oxide. 


@ Aluminium Ltd. will close 
two potlines at Arvida, Quebec 
in the next few weeks. However, 
both potlines were among those 
started up on a temporary basis 
early in 1960. 

Long-range, however, the in- 
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dustry is optimistic. D. A. 
Rhoades, Kaiser Aluminum 
president, said last week that 
world consumption of primary 
aluminum should more than 
double by 1970. 


pany has joined the growing 
parade of manufacturers who are 
using brainstorming techniques to 
spark new ideas by vendors. 


| Lau Blower Co. invited 150 
suppliers to a “display” to 
acquaint each one thoroughly 


with Lau needs. 

“Our expansion has been so 
rapid that many suppliers are not 
fully aware of all our products,” 
said President T. I. Byrd. 

Value analysis featured the 
three-hour session with the ven- 
dors, who ranged from paint and 
steel companies to highly spe- 


| cialized firms that make parts no 


bigger than a fraction of an inch. 

Major products made by Lau 
were disassembled down to the 
last nut and bolt, and the sup- 
pliers joined personnel from 
Lau’s purchasing, engineering, 
production, research, operations, 
maintenance, and sales depart- 
ments in discussing and evaluat- 
ing the various parts. 

“While we will not know the 
full effects of this meeting for 
some time, we believe it is a 
major step to secure the best 


materials and components for 
use,” Byrd said. 
Lau’s products range from 


home ventilating equipment and 
humidifiers to wall vanities for 
bathrooms and _ sterile plastic 
barrels. 


Air Force to Inspect Its Contractors 


(Continued from page 1) 
ment policy featuring a critical 
tightening up of control over pric- 
ing, subcontracting, cost estimat- 
ing, and other buying practices. 

As the Air Force describes the 
new surveys, the purpose is “to 
determine whether present man- 
agement methods will continue to 
keep pace with the rapidly ad- 
vancing technology of modern 
weaponry.” 

Furor Over Past Policy 


Behind the management sur- 
veys is the general furor of the 
past year over Air Force procure- 
ment policy: The General Ac- 
counting Office’s complaints 
about excessive costs on major 
contracts, the Congressional pres- 
sure on the Air Force to clamp 
new controls on contract pricing, 
and the Air Force’s own concern 
over rising costs on key devel- 
opment and production projects. 

The surveys are the latest step 
in the Air Force’s efforts to put a 
lid on costs and to prod contrac- 
tors into improved purchasing ef- 
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ficiency (see P.W., Oct. 24, ’60, 
p. 1). In recent months, the Air 
Force has issued more restrictive 
pricing regulations and has held 
a series of conferences and sem- 
inars with major contractors to 
promote cost-consciousness. 

Two weeks ago, for instance, 
Lt. Gen. M. E. Bradley, Jr., the 
Air Force’s deputy chief of staff 
for materiel, warned defense pro- 
ducers “to do some soul search- 
ing and corporate body searching 
—and take action to help in the 
all-out cost control drive.” 


‘Problem Categories’ 


In a speech delivered for Brad- 
ley at a meeting of the Aero- 
space Industries Assn. in San 
Francisco, the Air Force’s most 
serious “problem categories” 
were listed as: unreasonably low 
target estimates on  cost-plus- 
fixed-fee contracts, over-state- 


ment of costs on incentive type 
contracts, poor “make or buy” 
decisions, use of too many “sole 
source” contractors, and exces- 


sive pricing on spare parts. 


Week Ago Ago 
1,464 1,478* 1,291 
152,328  156,345* 67,271 
19,289 18,738* 14,651 
7,830 7,934 7,681 
12,362 12,956 12,083 
5,897 5,717 6,086 
27,785 27,968 27,575 
80.0 81.1 79.2 
160,172 163,557 168,353 
94,543 98,529 98,581 
94.6 94.3* 97.8 
225,662 221,648 256,037 
1,332 1,423* 1,323 
13,982 13,883 13,019 
314.5 348.1 251.9 
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Spreading customer gogdwill far and wide 
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How has Ford Motor Company’ honcsaded 
in maintaining the goodwill of its truck 
customers? Provided dependable, nation- 
wide parts service? Kept inventory. cost to 
a minimum? By the planned use of air 
freight. 

Every day, Ford 


om | 

“Metor Company. sends . 
priority spare parts from regional depots to 
its heavy duty truck dealers throughout 
the United States by Emery Air Freight. 


i abt this shipping cost because 
its ed ‘tise.of Emery contributes to 
better inventoiy: ontrol and provides im- 
proved customer’ service which helps Ford 
sell more trucks. 

Emery provides the fastest, most depend- 


_ able air freight service for procurement and 


distribution anywhere in the United States 
and throughout the world. Call your local 
Emery office for full information. 


TH) EMERY AIR FREIGHT 
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‘rucker Gets $225,000 in Suit Against Rails 


Washington—A Kansas City, 


trucker has been awarded 

000 in damages by a federal 

which found railroad inter- 

s had conspired to deprive the 

truck company of government 
xplosive-hauling business. 


Challenged Publicity Campaign 


The trucker, Riss & Co., Inc., 
claimed rail interests launched a 
publicity campaign which aimed 
to convince the public that truck 
hauling of explosives was danger- 
ous and charged the actual 
purpose of the campaign was to 


deprive it of federal explosives 
hauling contracts. Later, the 
trucking company charged, the 
rails conspired further to influ- 
ence state legislators to pass laws 
hampering its operations and en- 
gaged in rate-cutting aimed at 
monopolizing the explosive busi- 
ness. 

Riss had originally asked for 
$90-million in treble damages 
from 28 defendants. But the jury, 
which began its deliberations on 
Oct. 27, found only five of these 
guilty and awarded $75,000. 
Judge John J. Sirica of the U.S. 


District Court for the District of 
Columbia, trebled this amount 
under antitrust laws. Riss was 
also awarded compensation for 
attorneys’ fees, the amount of 
which will have to be determined 
at later hearings. 
The Judgment 

The judgment was directed 
against the Assn. of Western Rail- 
roads, the Traffic Executive Assn. 
—Eastern Railroads, the Eastern 
Railroads Presidents Conference, 
Pennsylvania Railroad and a New 
York public relations firm. 


Transportation Experts See Change 
In Attitude Toward Guaranteed Rates 


Cleveland—Transportation ex- 
perts are asking whether the 
states are about to take a more 
liberal attitude in the matter of 
guaranteed rates. 

The possibility that such a 
change of heart may be on the 
way arose as a result of the re- 
cent action by the Kentucky Rail- 
road Commission in approving 
the C&O’s contract rate for intra- 
state coal shipments. The deci- 
sion of the commission marks 


Miles of automotive products 


Millions of shock absorbers, spark plugs, headlights, seat 
covers; thousands of windshields and grills...a bumper-to- 
bumper crop of automotive products is shipped in Hinde 
& Dauch Division corrugated boxes. Hinde & Dauch is a 
major supplier to leading companies in this great industry 
...a reliable source of boxes in volume at competitive prices. 
Call the Hinde & Dauch Division plant nearest you. 
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17 Plants * 42 Sales Offices * Sandusky, Ohio 


the second instrastate contract 
rate to win the approval of a 
state regulatory body. 

The contract between Chesa- 
peake & Ohio and Kentucky 
Power Co. calls for shipment of 
480,000 tons of coal per year at 
72¢ per net ton from mines 
along the C&O line within the 
state to the utility’s new plant at 
Big Sandy, Ky. Tonnage repre- 
sents 80% of the plant’s antici- 
pated yearly requirement of 600,- 
000 tons. 

Approval by the Kentucky 
Railroad Commission was ob- 
tained last week. The rate went 
into effect, immediately, even 
though the first deliveries will 
not be made until the plant, now 
under construction, is completed 
in 1961. 

The first intrastate contract 
rate to win approval was okayed 
in April, 1959, by the New York 
State Public Service Commission. 
It called for guaranteed rate for 
shipment of crushed stone from 
Jamesville to Vestal, N. Y. 

On the interstate level other 
significant breakthroughs in guar- 
anteed rates have occurred: 

@A contract rate for coal 
based on a yearly tonnage mini- 
mum was obtained April 1, 1959, 
on shipments to Consolidated 
Edison via Pennsylvania, B&O, 
New York Central, and other 
lines operating in Pennsylvania, 
West Virginia, and Kentucky. 

SA pipe or tubing rate has 
been in effect since April 23 for 
shipments by Mannesmann-Meer, 
Inc., from Sault Ste. Marie, 
Mich., to Chicago on the Soo 
Line (Minneapolis, St. Paul & 
Sault Ste. Marie). However, the 
rate is still under ICC investiga- 
tion, following an examiner’s re- 
port that it “does not appear to 
meet the tests of legality.” 


Court Backs FTC 
In Signal Assault 
On Phony Co-ops 


Washington — The Federal 
Trade Commission won backing 
from the U. S. Supreme Court in 
its contention that a “coopera- 
tive” cannot be organized simply 
as a tool to let its members obtain 
price discounts from suppliers. 

By refusing to hear arguments 
from American Motor Specialties 
Co., Inc., a New York City co- 
operative of 17 auto parts job- 
bers, the court in effect agreed 
with the commission that the co- 
op did not meet the provisions 
of the antitrust laws which ex- 
empt cooperatives. 

FTC had charged that the 
primary purpose of American 
Specialties was to obtain price 
cuts from auto parts manufac- 
turers. But, the commission 
claimed, the cooperative organ- 
ization could show no cost sav- 
ings in distributing parts to its 
members to justify lower prices 
from manufacturers. 

As a result, the commission 
decided, the co-op was simply a 
“bookeeping device” through 
which the jobbers could coerce 
their suppliers into giving them 
lower prices. Such coercion was 
unfair to the jobbers’ competitors 
who did not receive discounts, 
the commission found. 
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Purchasing Agents Turn Detective 
To Track Down Missing Steel Coil 


St. Louis—Cautious checking 
by one purchasing agent helped 
another P. A. crack a “steel bar- 
gain” theft case. 

Wiliam Strittmatter, P. A. of 
Star Manufacturing Co., popcorn 
machine manufacturer, bought 
8,000 Ib. of stainless steel in coils 
through a broker at $1,000 under 
the market price. The steel was 
represented as a gage no longer 
used. 

Steel purchased from a small 
sample was sent to a warehouse 
for shearing. Strittmatter had no 
suspicions about the sale, but 
nevertheless began a cautious in- 
quiry to find out the name of the 
seller, merely to doublecheck 
quality. 

He learned that the only nearby 
buyer of stainless coil of that par- 
ticular size was Hussmann Re- 
frigerator Co., a big commercial 
refrigeration manufacturer. He 
called Louis Gragg, Hussmann 
P. A. 

Gragg, whose company had 
been suffering inventory losses, 
contacted company officials who 
launched a quiet police inquiry. 

Police found that the mill heat 
numbers of the stainless coils had 
been removed. However, the sup- 
plying mill was able to prove de- 
livery by laboratory analysis. 

The scrap broker was ordered 
to open his books, and police 


Supreme Court Upholds 
Company s Right to Keep 
Business Reports Secret 


Washington—The U. S. Su- 
preme Court, by refusing to re- 
view a dispute between the Fed- 
eral Trade Commission and 
Beatrice Foods Co., in effect 
ruled last week that secret manu- 
facturers’ reports to the Census 
Bureau cannot be passed along 
to other government agencies. 

The court’s action allows 
Beatrice to refuse to show FTC 
lawyers its copy of the manu- 
facturers’ census report filled out 
for 1954 even though the com- 
mission formally requested to 
see the report. FTC demanded 
the report while preparing a com- 
plaint that a series of acquistions 
made by Beatrice violated the 
antitrust laws. 

Beatrice refused to show the 
census report to the FTC since it 
claimed such reports were guar- 
anteed secrecy by census legis- 
lation. The Bureau of the Census 
and the Department of Com- 
merce backed Beatrice. 

A federal district court, how- 
ever, ruled the FTC should see 
the reports, as long as the in- 
formation they contained re- 
mained secret within the Com- 
mission. This decision was 
reversed by an appeals court 
which upheld Beatrice’s conten- 
tion. 


Carload Rate Reduced 


Dallas—Steel consumers in 
North Central Texas will bene- 
fit fromr a reduced carload rate 
on structural steel from Houston. 

A reduced intrastate rail rate 
of 32%¢ /100 Ib. on 80,000 Ib. 
carloads of heavy steel from 
Houston to points in Dallas, 
Longview, and Waco areas, has 
been approved by the Texas 
Railroad Commission. 
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traced other lots to warehouses in 
Chicago and Newark. 

Total value of the steel coils 
and aluminum sheeting lost by 
Hussman over the last three years 
was said to have been at least 
$250,000. The company, which 
uses 20,000 tons annually, said it 
had been puzzled by the shortages 
but had not been able to prove a 
theft. As a result of P. A. caution, 
one Hussman employee has been 
indicted and several others have 
been dismissed. 


Air Line Se 


New York—Shippe1 ing 
business with Puerto R ay 
get door-to-door air se 
Eastern Air Lines and | 
Express Agency by Jan. 

Eastern, one of thre S 
based companies flying f t to 
Puerto Rico, asked the ex- 
press committee of the Ai: | rans- 
port Assn. last week to aniend its 
present agreement tO permit air 
express between the U. S. and 
the island. 

Present air freight seivice in 
which Delta and Riddle Airlines 
also participate is strictly “all- 


air” with no links to trucking 
networks. 

Under the new rules, air car- 
riers could tie in with surface 
carriers, such as Railway Ex- 
press Agency, to extend service, 
cut paperwork and simplify han- 
dling. Most U. S. airlines have 
similar contracts for shipments 
within the U. S. 

The air express committee has 
given the green light to the move 
and referred the request for final 
approval to the 35 participating 
air carriers in the association. 

William J. Wilhelm, manager 


ks New Puerto Rico Cargo Setup 


of Eastern’s cargo service, said 
he expected no opposition in ex- 
tending the air express to P. R. 

The move will be of particular 
importance to shippers not served 
directly by airlines flying between 
the U. S. and Puerto Rico. 

For example, a manufacturer 
in Seattle sending an electronics 
tool to San Juan will be able to 
have the item picked up at the 
factory and delivered to North- 
west Airlines in Seattle. From 
Seattle it will be flown to Chi- 
cago, transferred to Eastern and 
then flown to San Juan. 
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Speculation in Gold Generates Little 


New York- pite all the 
uproar about culation in 
gold on world n ts, the price 
of world com: ies has re- 
mained relative! changed. 

Businessmen ruggling to 
grasp the mysteries of foreign 
exchange shouldn't be distracted 
by such diversionary currents as 
the recent flurry in gold. 

Such international high jinks 
are really only a symptom of 
more basic forces at work on the 
world scene. 

Although gold is the ultimate 


medium of exchange, it’s chief 
role is only as an international 
yardstick for determining the 
value of one currency relative to 
another. Thus speculation in it 
has no direct bearing on com- 
modity prices. 

Then what’s all the fuss about? 
The fact is that speculation is 
usually a prettly good indication 
that some big changes are under- 
way in fundamental economic 
relationships between nations. 
What usually is responsible for 
these flurries is that one currency 
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* punched sheets.. 


.and they all lie flat when the binder is open at any position. 
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must be reevaluated in terms of 
other currencies in order to take 
whatever changes are going on 
into account. And it’s then—and 
then only—that the “gold effect” 
on commodity prices makes it- 
self felt. 

When a nation reevaluates by 
raising the price of gold—and 
hence lowering the value of its 
currency— it’s called devaluation. 
The effect of such devaluation is 
to make a currency worth less 
relative to other non-reevaluated 
currency. 

This, in turn, raises domestic 
commodity prices because busi- 
nessmen have to pay more dollars 
to obtain a given volume of im- 
ported merchandise. 


Must View Whole Picture 


Thus, it’s clear that the for- 
eign buyer must keep his eye on 
the major forces that determine 
money values—and not on the 
day-to-day speculative flurries in 
world gold markets. 

Perhaps the most important of 
these forces is the balance-of- 
payments position of nations. 
The term means just exactly 
that--the amount of payment 
due from a country less the 
amount owed to it. When the 
balance is unfavorable—then 
currency trouble is brewing. 

That’s really what’s at the bot- 
tom of the current uproar. The 
growing crisis in the U. S. pay- 
ments position vis-a-vis the rest 
of the world has increased specu- 
lation that the U. S. may have 
to devaluate. 


A Clue to the Future 


Let’s take a look at the U. S. 
payments ledger for a clue as to 
what may be in store. On the 
payments received side you find 
such items as (1) exports, (2) 
foreign investments in U. S., (3) 
repayments of debts owed the 
U. S., (4) foreign tourists in the 
U. S. 

In recent months these have 
not added up to enough to off- 
set the “payments made” items 
such as (1) imports, (2) U. S. 
foreign aid, (3) investments made 
abroad, (4) U. S. tourists abroad. 

The biggest source of payments 
received—our exports—far out- 
weighs our imports, the largest 
single drain on U. S. currency. 
As the chart on the left shows, on 
merchandise transactions alone 
we're averaging an export surplus 
of over $400-million a month— 
which amounts to some $5-bil- 
lion for the year. 


Other Outflow Items 


The trouble is that the other 
payment items add up to a deficit, 
which outweighs the. export-im- 
port surplus, leading to an un- 
favorable total balance of pay- 
ments (see chart right). 

Result: Total net outgoing 
payments soared $3%-billion in 
1958, to $3.8-billion in 1959, and 
to $3-billion this year. 

Some of this deficit is paid for 
in dollars to those nations that 
want to build up their dollar re- 
serves—and the rest is made up 
in gold. 

The amount of dollars nations 
are willing to accept in payment 
varies with the earning ability of 
the dollar. For some time now, 
foreign businessmen have been 
converting their dollars into, say, 
marks or pounds. That’s because 
they could get higher interest 
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Change in World Commodity Pr 


rates for their investments in 
most European countries than in 
the U. S. 

It’s this surge in private invest- 
ment abroad that has been re- 
sponsible for most of the gold 
outflow from the U. S. dollar. 
Holders turned in their U. S. cur- 
rency for gold in order to take 
advantage of the higher returns 
overseas. 

The proof: Of the $1-billion 
in gold shipped out this year, 
over $900-million went out after 
June—just when our economy 
started going out of phase with 
Europe’s boom. 


Changing Again 


But right now the situation is 
changing again—for these two 
reasons: (1) foreign interest rates 
are going down relative to U. S. 
rates and (2) the U. S. balance 
of payments position is showing 
signs of improving. 

On the export side, the Euro- 
pean boom has stimulated de- 


mand for American products. 
While this demand probably 
won't continue at its present 


pace, it has led to removal and 
loosening up of many import 
restrictions against U. S. goods. 
Thus, our exports are leveling 
off at a rate higher than in most 
previous years (see chart left). 
Our greatest strength lies in 
our export surplus. As long as 
the demand for our goods ex- 
ceeds our demand for foreign 
goods, the American dollar has 
firm support. It means that the 
demand for dollars to buy our 
goods is greater than our like de- 
mand for other currencies. 


Growing Strength 


As for the over-all deficit, the 
signs point to growing strength 
for the American dollar through 
more favorable developments in 
incoming and outgoing payments. 


@ Investment abroad. The high 
return rate on short-term foreign 
investments has passed its peak. 
The Bank of England has cut its 
rediscount rate, and Germany’s 
interest rate structure also shows 
signs of weakening. These sig- 
nals indicate the ending of in- 
flated returns on investment. 


® Dividends and profits from 
long-term overseas investments. 


National Can Corp. 
Boosts L. A. Production 


Los Angeles—National Con- 
tainer Corp. has operations in 
full swing at its expanded cor- 
rugated box plant. Result: daily 
board output of 4-million sq. ft. 

The new facility, comprising 
300,000 sq. ft., has been able to 
boost production by the addition 
of high-speed automatic equip- 
ment, including a new corruga- 
ting unit. 

The machine, built by Samuel 
M. Langston Co., Camden, N. J., 
can produce an 85-inch wide 
corrugated board at the rate of 
675 ft. per minute in any of the 
various forms now in use with 
major reductions in waste and 
manpower. 

Its three completely independ- 
ent single faces make it possible 
to run any type of double face 
board as we'l as any combination 
of double wall board. It also 
can produce laminated board. 
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The high rate of capital invest- 
ment overseas over the past three 
years means an increase in profits 
and dividends coming to the 
U. $.—which will build up the 
payments part of the 
ledger. 


received 


® More foreign participation in 
aid programs. The U. S. has 
been shouldering most of the aid 
programs to backward countries. 
Now Britain has stepped up her 
share, and other countries—es- 
pecially West Germany—are 


being pressured to do 
This will lighten the 
eign aid burden, and 
flow of funds out of tl 

The same purpose 
served as more and m 
allies assume a great 
over-all defense expen 


@ Tourist receipts. 1) 
up promotional effort « 
government, and the g 
perity abroad, should 
increased expenditure 


here by visiting touris 
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But Our Balance of Payments Deficit is Growing 
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The Ludlow Method 
2-STRIFP CASE SEALING 


OLD WAY (38.5 Seconds) White lines 
show actual motions required for sealing. just 
the top of a container with plain paper tape. 


FASTER —- STRONGER —- COSTS LESS 


LUDLOW METHOD (11 Seconds) The same job is 
done in a single motion. And tough multi-directional fibre 
reinforcements make closures nearly 3 times as strong. 


The tapes that broke the six-strip habit! 


Ludlow’s reinforced tapes, SNAKETAPE and GLASPUN, are so strong that only 


two strips are required to seal your cartons instead of the six strips required when 
plain paper tapes are used. This faster, stronger center seam closure method actually 


reduces your tape application costs by 66%. Both SNAKETAPE and GLASPUN are 


approved for shipment on all carriers, including railroads under U.F.C. Rule 41. 


Be sure to specify Ludlow reinforced tapes — either glass-reinforced GLASPUN, or 


A-SNAKETAPE®’ 
Ray on-Reinforced 


world-famous SNAKETAPE, the only reinforced tape with rayon reinforcement. The 
Ludlow name is your best assurance of uniform quality and dependability. 


B-GLASPUN® 
Glass-Reinforced 


Luptow Papers ¢ Needham Heights, Mass. « Dept. PW 110 
Please send me more information on the Ludlow 2-Strip Sealing 


Method. I am now using [} Staples (] Wire Stitching () Plain Paper Tape 


Nam Positi 

Company. 

Street__ 

City__ Zone State 


VPI-Coated Papers + Greaseproof Papers + Waterproof Papers + Poly-Coated Papers * Gummed Tapes + Federal Spec. Papers + Label & Specialty Papers + Plastics 
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P/W MANAGEMENT MEMOS 


A collection of timely tips, quotations, and inside slants on management and industrial 
developments, along with a run-down of events and trends of use to the purchasing agent. 


Innocents Abroad 


American businessmen, struggling with the mys- 
teries of foreign buying, are agreed that the lan- 
guage difference is the least of their worries. More 
serious barriers to doing business with foreign 
firms, they say, arise out of the confusion caused 
by such matters as: customs, restrictions and tariff 
quotas, payments, restrictive business practices, and 
the like. 


To throw light on some of these dark spots of international 
trade, the U.S. Council of the International Chamber of Com- 
merce has just issued a 62-page booklet called, “Rights of 
Businessmen Abroad.” It discusses the treaty relations the 
U.S. has with some 50 countries, including such pacts as the 
General Agreement.on Trade and Tariffs (GATT), eight bi- 
lateral trade agreements, and 39 treaties of “friendship, com- 
merce, and navigation” (FCN treaties). 


You can get this report, together with a handy 
dictionary of international trade terms, by writing: 
International Chamber of Commerce, 103 Park 
Avenue, New York 17, N. Y. The price of the 
booklet is $2.50. The dictionary, called “A Glos- 
sary of International Economic Organizations and 
Terms,” costs only 30¢. 


Anti-Togetherness 


The National Board of the Young Women’s Christian As- 
sociation, after two years of deep soul searching, has turned 
down @ proposal for a merger with the YMCA or any other 
related group. The original idea for the merger came out of 
the association’s 1958 convention, which commissioned Dr. 
Dan W. Dodson, of New York University to look further into 
the matter and report back on his findings. 


Dr. Dodson’s report, which was against the 
merger, reads something like a suffragette tract out 
of the early 1900’s. Advocates of togetherness will 


PURCHASING PARADE 


LOFTY HOBBY: The Cessna-175 
provides hours of relaxation for Don- 
ald E. Graham (right), past P.A. and 
newly-promoted President of the Smith 
Tool Co. (Los Angeles, Calif.) 

He spends much of his spare time 
flying over the coast, landing at favorite 
beach sites, and at the same time avoid- 
ing hectic weekend traffic. Graham, 
who once owned his own Cessna-175, 
but found that his busy schedule makes 
rental cheaper, has just earned his pri- 
vate license. He’s been up in the air 
about flying since "57 when Smith Tool 
purchased two planes for company 
business trips. 

* * 4 

Here’s another fellow who’s been 

doing a fair amount of flying, but in 


not take kindly to the argument that, as Dr. Dodson 
puts it, the YWCA provides “a testing ground . 

for the newly found freedoms wrested from the 
male-dominated society.” 


Talent Is Where You Find It 


Are you bothered by all the recent talk of an impending 
shortage of executive talent—a shortage that could kill the 
boom of the 60’s while it’s still a-borning? 

If you are, throw away your tranquilizers and stop worry- 
ing—there’s nothing to these rumors, says J. F. Sorzano, New 
York management consultant. 


The truth is just the opposite, he says, lining 
himself up against the professional alarmists, who 
see disaster around every corner. There’s plenty 
of talent around—if you know where to find it. 


Sorzano points to three areas where raiding parties can 
forage with reasonable hope of success: 


@ Among the many thousands of well-managed 
and profitable manufacturing firms, both small and 
medium size. 

@ Among the large decentralized structures of the 
big corporations. 

@ Among the men who are squeezed out in mer- 
gers. In mergers, he suggests, it’s not always the 
fittest who survive. 


Short Pointer 


Here’s the latest in industry brainstorming: The teacher in 
a management training course writes on separate slips of paper, 
questions that ask the student to relate facts and principles 
he is presumed to have learned in the classroom to important 
unsolved on-the-job problems. The manager-pupils each draw 
a slip blind from a hat, and then make an on- -the-spot answer. 
This is supposed to bring out good ideas, right off the top of 
the head, or so the theory goes. 


Personal glimpses of P.A.’s 
as they march by in the news 


@James A. Carvis, recently pro- 
moted from Assistant Buyer to Buyer, 
Packaging Materials Division at Abbott 
Laboratories (North Chicago, IIl.), be- 
came the father of a baby girl a few 
weeks ago. 

He’s also past president of the Lake 
County Young Republicans, a grad- 
uate of Lake Forest College with a 
degree in Economics, and spends what- 
ever spare time he now has at golf, 
reading, and fishing. 

® Congratulations are also in order 
for Edward J. Shando who's recently 
been appointed P.A. for Santa Clara 
County, Calif. 

Besides this . . 
hole in one. 


. he drove his first 


o > ® 
There’s no keeping a P.A. down-—— 


this case, the down-to-earth type. 

He’s Howard Weeks of the Denni- 
son Mig. Co. (Framingham, Mass.), 
and this is the route he’s taken: 

Started as an assistant in Budget De- 
partment; later a cost accountant; as- 
sistant P.A. in °47; P.A. in °55; assist- 
ant Merchandising Manager for two 
divisions; and this year Director and 
Vice President for three Divisions. 

” a 

A French native, who was a member 
of the Free French underground, con- 
fined in a concentration camp, and 
who’s had a varied international career 
in business and journalism, has re- 
cently been elected a Vice-President of 

J. I. Case Co. (Racine, Wis.) 


10 


He’s Henry J. Maubert, Director of 
Procurement, Materials, and Traffic, 
and a graduate of the Universities of 
Paris and Lyons with degrees in phi- 
losophy, mathematics, and letters, hav- 
ing subsequently received his master’s 
in business administration from Har- 
vard Business School. 

Before coming to J. I. Case, Mau- 
bert had been a salesman and sales 
manager, for an English company; a 
reporter for French newspapers and 
magazines in the Near and Middle 
East, and a soldier of the French Army 
in World War II. 

a * * 

Here are two fellows with double 

reasons to celebrate these days: 


even after he’s retired. 

@ Phil Hohmann, retired Warehouse 
Foreman in the Purchasing Depart- 
ment of City Public Service Board 
(San Antonio, Tex.), after 18 years of 
unbroken service will turn to farming 
for his relaxation. 

He'll be keeping busy tending a 
newly purchased farm of 98 acres near 
Somerset. 

@ W. Gil Owen, one-time P.A. at the 
Great Lakes Steel Corp. (Ecorse, 
Mich.) is now trying his hand at sell- 
ing real estate on Grosse Isle, Mich. 

He’s also presently serving as fire 
commissioner, is a past Justice of the 
Peace and member of the Township 
Board. 
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PURCHASING WEEK ASKS . . . 
What factors do you consider 
in a make-or-buy decision? 


R. F. Sielisch, director of purchases, 
Radio Industries, Inc. (coils, transform- 
ers, etc.), Des Plaines, Ill: 


“If the item has been made before or 
is similar, then we start with a compari- 
son of costs. Should we decide to make 
it, then we must determine our capacity 
and delivery time. However if the item 
is new, factors such as availability of 
equipment, personnel, space, and gen- 
eral know-how or ability to produce the 
item should be taken into account. In 
any case final decision must be based on 
what serves the best interests of the com- 
pany.” 


P. E. Case, purchasing agent, Marley 
Co. (water cooling equipment), Kansas 
City, Mo.: 
STRAINERS 
“Many factors must be considered 


such as overhead, equipment, engineer- GASKETS 
ing skill, etc. We have our plant engi- 


neers quote on the same basis as our 

outside suppliers on items lending them- A ARRESTORS 
selves to our plant facilities and skills. 
In these cases, our engineers know their 
cost must be competitive. This method 
has brought about better production 
planning and reviewing of methods and FILTERS 


costs in our own plants.” 
SHIELDS 


W. J. Dorsey, purchasing director, E Z BARRIERS 
Paintr Corp. (paint rollers, paint trays, . 
etc.), Milwaukee: 


“Briefly, cost perhaps reigns number 
one. However, the factors of quality -_ 
control, surplus machine time, amortiza- , ca TRAPS 
tion of tooling, delivery time, freight 
costs, and company expansion are all GUARDS 
weighed analytically and objectively by 
the purchasing, cost, and production de- SCREENS 
partments prior to manufacturing.” 


Stuart Kaufman, purchasing director, 
Garelick Mfg. Co. (boat seats, ladders, 
hooks, etc.), St. Paul Park, Minn.: 


“Generally quality, quantity, and po- 
tential savings determine such decisions. 
If, because of desired quality, we are 
unable to locate the product, a make 
decision may be made. The same will 
be true if there is a substantial quantit P 
and savings invohad. Haueee ea Just to name a few .. . and most of the parts we are making 
erating efficiency in our regular produc- i a i 
tion must not suffer, and the production to special order don’t really have a name! Our real specialty 
involved should not be foreign to our 


business.” is fabricated wire cloth parts, made to your specifications. 


W. Brossmann, purchasing agent, Koeh- 


ring Co. (heavy-duty equipment), al Any metal, almost any size, almost any shape... we can 
waukee: 


probably assemble it for you . . . faster, better and at a lower 


“It is purely a question of economics. 
There is no simple rule to apply to a ° 
make or buy decision because of the cost, than you can do it yourself. 
many intangibles. Management usually 
enters into the decision because of un- ° ° ° : 
absorbed overhead, if work normally For more information, just send for our latest Fabricated Parts 
made in our plant is purchased on the 
outside. Four factors are important in Catalog. 
arriving at a decision namely: quality, 
quantity, service, and cost.” 


J. A. Leonard, director of purchases, 


F. H. Noble & Co. (badges, medals, ‘ 
display boxes, etc.), Chicago: : 


“They are: (1) carefully analyzing 
value of items to be purchased—both in NE WARK x ; 
monies and service to company; (2) con- “art : 5 
sideration of profit potential—by using f ACCURACY ; 
product either for direct manufacture or , a 
to subcontract its end use; (3) selecting . 
vendor as to rating and reputation— 
performance and quality of product. Se- ¢C ) M 
lection will include most advantageous Cc PA N Y 
cost features vendor can offer—com- 


modity cost and discount, etc.” 351 VERONA AVENUE ed NEWARK 4, NEW JERSEY 
November 14, 1960 Purchasing Week " 


Congress Hits at-Defense Buying Again 


Washington—Defense buying 
ittack again from a joint 
ssional subcommittee on 
rense procurement. 
e subconimittee, headed by 
Paul Douglas (D., Ill), last 
called the Defense Depart- 
buying methods “a peren- 
multi-billion dollar ‘burden 
f unnecessary costs and wasted 
organization and management.” 
‘A 100-page report held that 
billions could be saved through: 
© Consolidating supplies and 
common activities of the Army, 
Navy and Air Force. 


© Centralized control over 
preparation of requirements and 
contracting with industry. 

© More competitive bidding. 

© “Genuine standardization 
program” aimied at reducing the 
more than $44-billion worth of 
supplies now held by the military. 

The report urged more “top- 
side support” for the General 
Services Administration in_ its 
role of common supply and serv- 
ice management. In spite of De- 
fense Department endorsement of 
the “superior performance of the 


GSA over the military in com- 
mon administrative supply,” the 
réport . declared, “this central 
agehcy procures only 3% of the 
government purchases, has a 
stores. inventory of $5]-million 
compared to $44-billion: in. the 
military, and has depot space in 
its 12 locations of only 6-million 
sq. ft. to serve 100 or more 
agencies large and small. The 
military has some 585-million 
sq. ft. in its depot systems.” 
This was the second investiga- 
tion this year by the subcommit- 
tee into military procurement. 


Packagers Pick 


Purchasing Man 


To Head Industry's Association 


New York—A group of busi- 
ness executives gathered in New 
York last week to take a part in 
an important lottery sponsored by 
the Packaging Machinery Manu- 
facturers Institute. The drawing 
was in connection with the insti- 
tute’s packaging machinery show 
to be held this time next year at 
Detroit’s Cobo Hall. At stake 
were the coveted display positions 
to be divided among more than 
160 firms who supply equipment 
for the packaging industry. 


eat ~ os be ek tiar 
Overstocking for customer protection provides margin 
for even emergency requirements. 


Primary concern of Vice President J. R. Harrington and 
E. L. Gaudin, President, is maximum customer service. 


Herbert Chemical 
gives service 
with know-how 


“At any time, day or night including weekends, we 
make emergency shipments. All orders are shipped 
within twenty-four hours—the same day if received 
before noon. We consider ourselves a service 


organization.” 


Within a 150-mile radius of Cincinnati, the 
Herbert organization backs up its chemical supply 
with technical know-how. Chemists and chemical 
engineers give practical help with customer prob- 
lems. To customers’ plants they bring chemical 


Ly 
com 


Chemicals Division « Baltimore 3, Md. 


training, working experience and information de- 
veloped by the chemical producers. They have 
worked extensively in the fields of waste and water 
treatment as well as with a great variety of industrial 


concerns. 


Herbert Chemical Co. is outstanding in customer 
service but is typical of the usefulness of chemical 
distributors. We would be glad to name distributors 
in your area who can supply Mathieson and: 
Blockson chemicals with maximum service. v2 


Olin Mathieson OC 


MA 


Ammonia ® Bicarbonate of Soda * Carbon Dioxide * Caustic Soda @ Chlorine * Formaldehyde * Hydrazine and Derivatives © Hypochlorite Products 
Methanol © Muriatic Acid © Nitrate of Soda © Nitric Acid ¢ Soda Ash * Sodium Chlorite Products * Sodium Methylate © Sulfur (Processed) 
Sulfuric Acid * Urea © Ethylene Oxide © Ethylene Glycols ¢ Polyethylene Glycols * Propyiene Oxide © Propylene Glycol © Polypropylene Giycol 


Propylene Dichloride * Ethanolamines ¢ Glycol Ethers © Surfactants « Ethylene Dichloride 


0 Surfactant 
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Trisodium Phosphate © Trisodium Phosphate Chlorinated ¢ Sodium Tripolyphosphate * Tetrasodium Pyrophosphate © Sodium Hexametaphosphate 
Monosodium Phosphate ¢ Disodium Phosphate © Sodium Acid Pyrophosphate * Tetrapotas 
Sodium Silicofluoride * Sodium Fluoride * Teox® |2 


n Pyrophosphate © Sulfuric Acid © Hydrofluoric Acid 


The show is sponsored by the 
Packaging Machinéty ‘Manufac- 
turers Institute. While machinery 
executives were tight lipped on 
new designs, cloak room conver- 
sations indicated that vendors are 
pushing developing in these areas: 

® Faster filling high-speed ma- 
chinery. 


© Dual-purpose equipment, ca- 
pable of using a variety of ma- 
terials such as glass, plastics, etc. 


@Automation techniques 
aimed at cutting high-cost manual 
handling, particularly in sealing 
and trimming. 

®@ Machines designed to handle 
irregular shapes. 


@Equipment to handle new 
films, such as polypropylene and 
high density polyethylene, such 
as Koppers Superdylan. 


®@ More equipment to handle 
“captive caps” (plastic caps on 
metal cans). 


The close link between pur- 
chasing and packaging was 
pointed up at another meeting last 


CIBA’s Lawrence H. Zahn 


week. Lawrence H. Zahn, di- 
rector of purchasing and package 
development division of CIBA 
Pharmaceutical Products, Inc. 
was elected president of the 
Packaging Institute. 

Zahn was elected during the 
institute’s 3-day annual packaging 
forum which presented 67 papers 
dealing with technical packaging 
problems of a variety of indus- 
tries. 


Western Scientists 
Propose International 
Buying of Equipment 


Washington—A special com- 
mittee of international scientists 
has recommended that an inter- 
national purchasing body be 
established to buy scientific and 
research equipment for all west- 
ern nations. The recommenda- 
tion is one of many made by the 
group in its year long study of 
how to increase the effectiveness 
of western science. 

Made under the joint support 
of NATO and the Ford Founda- 
tion, the study also recommends 
that an international institute of 
science technology be established; 
visa restrictions be eased on the 
travel of scientists; and tax con- 
cessions be made by individual 
countries to spur the growth of 
research and development. 

Adoption of the recommenda- 
tions by individual countries will 
be pushed by the science com- 


mittee of NATO. 
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PRRs New Electric Locomotives 


To Move Long 


Philadelphia — The Pennsyl- 
vania Railroad has put into serv- 
ice the first “big muscle” high- 
speed electric freight locomotive 
as part of a $32-million replace- 
ment program. 

The new 195-ton locomotive, 
first of 66, is rated at 4,400 hp. 
and can pull a full-length freight 
train at 70 mph. 

The locomotives are designed 
to achieve a new high in efficient 
utilization of electricity to haul 
freight, Pennsy President Allen 
J. Greenough declared. They 


also will reduce sharply the main- 


NEW E-44 electric 


locomotive 
produces 18% more horsepower, 
will reduce maintenance costs. 


tenance outlays now necessary 
for the 90 older engines they 
will replace, he said. 

The new units, built by Gen- 
eral Electric are scheduled for 
delivery at the rate of two a 
month, with completion of the 
order in mid-1963. 

Discussing the investment in 
the new hardware, Greenough 
said, “these new locomotives as- 
sure us adequate motive power 
far into the future, backstopped 
as they are with 149 other mod- 
ern electric locomotives already 
in use. 

“They will serve for many 
years to increase the capacity of 
our electrified lines to move 
freight swiftly, improve service 
to shippers and strengthen our 
reserve potential in the unhappy 
event of a national emergency,” 
he added. 

The big locomotive called 
E-44, provides 18% more horse- 
power than older engines. “The 


TWA Inaugurates More 
Non-Stop Cargo Service 


New York—tTrans World Air- 
lifies has beefed up its domestic 
and European cargo service with 
additional flights. The now daily 
non-stop cargo schedules include: 

(1) All-cargo flights between 
New York and Los Angeles. 

(2) A new daily flight from 
Philadelphia to New York, 
proceeding on to Chicago and 
Los Angeles. 

(3) Two new weekly trans- 
atlantic flights serving Shannon, 


London, and Frankfurt from 
New York. 
With these new schedules, 


TWA will have three transcon- 
tinental all-cargo frequencies a 
day, a New York-Chicago round 
trip daily and five transatlantic 
flights per week. 

The new service results from 
TWA’s introduction of Jetstream 
freighters on cargo routes. 
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Freights Faster 


E-44 employes the _ recently 
proved reactor tube method of 
transforming alternating current 
into direct current,” Greenough 
explained. “This is an important 
efficiency measure, because a-c 
power can be transmitted over 
wires more readily than d-c,” 
he said. 

The new locomotive is 6912 
ft. long and has a control cab 
near one end. To start a train 
it can pull 89,000 Ib, enough to 
handle a 6,500 ton-load. 


CARGO RAINCOAT: To reduce 
damage, Chicago Expres; uses 
two-mil polyethylene film in place 
of waterproof paper on back of 
truck doors. Firm reports reduc- 
tion in damage claims, over-all 
savings of 50% in materials and 
labor costs. Added bonus: Clear 
film permits inspection of cargo 
without removing barrier. 
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EXTENSIVE TESTING IN ACTUAL FLEET USE 


PROVES ’61 LARK 
PERFORMABILITY 


THIS IS WHAT FLEET DRIVERS SAY— 


“Immediate response to acceleration” 


“Good hill climbing” 


“Very little steering effort on twisting mountain roads” 


“Good solid feeling ...no squeaks or rattles” 
“Excellent maneuverability and directional stability” 
“Easy to get in and out of” 


‘Good headroom” 
“Parks easily” 


“Good in traffic, and stop-and-start driving” 
MILEAGE 22% BETTER-—OIL CONSUMPTION ZERO 


Certified by United States Testing Company © 
a > 


BY STUDEBAKER 


PS: The best trucks for your business are built 
by Studebaker—\y to 2 Tons heavy duty! 


Purchasing Week 


These are actual comments from men who drove the 
’61 Lark in four large blue-chip fleets. They averaged 
304 miles per man, on their regular routes. 

Their reports cover the new 112 HP Skybolt Six 
engine (20-25% better mileage), new suspension and 
steering (30% easier), new bonded brakes (up to 100% 
longer wear). But there are over 50 improvements in 
all contributing to ’61 Lark Performability. You have 
to drive it to believe it! Phone your Lark dealer right 
now for a test on the road. And for full Fleet informa- 
tion, send this coupon to Studebaker! 


GET THE FULL STORY ON FLEET SAVINGS! 
Fleet Sales Division, Studebaker-Packard Corporation, South Bend 27, Ind. 
CD Send us informative literature only 
( Have a factory representative call me for an appointment 


ee 


NAME 


PLEASE PRINT 


TITLE, 


COMPANY 
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—__..This Week's 


Foreign Perspective 


NOVEMBER 14-20 


London—Primary commodities on world markets appear to be 
slipping. Two sensitive indicators—one from the British Ex- 
chequer, the other from the British news agency, Reuters— 
suggest this trend will continue in the coming months: 

According to the U.K. government report, September indus- 
trial production in Britain stayed on the same 120-121 index 
level it has maintained since last April. On this showing, how- 
ever, British production will undoubtedly drop as the winter 
slowdown approaches, with the inevitable bearish impact on 
commodity prices. 


The Reuters United Kingdom price index, generally con- 


sidered a good measure of primary commodity price trends on 
the world rket, now stands 35% below the Korean War 
inflationary peak—after a more than seasonal decline in October. 


The trend is still downward, and many British P.A.’s are keep- 
ing inventorics at a minimum now in order to take advantage of 
expected bargains on the world market place in the future. 


Ottawa— A handful of ivory tower economists have for many 
years been talking of a U.S.-Canadian common market as the 
answer to many of our joint trade problems. In what may be 
the first tiny step in this direction— 

® The Canadian government has opened public hearings on 
the possible effects of either production integration or establish- 
ing a free trade area between the two countries. 


The idea behind both moves is to lower Canadian car prices, 
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The small-volume customer is a BIG man 
at the BRIDGEPORT WAREHOUSE 


WHY! It’s Bridgeport’s policy to give the same scrupulous 
— and attention to detail to every customer—small or 
arge 


HOW! Bridgeport has a nationwide metals warehouse 
system. No matter where you are, you get fast service on 
Brass and Copper Alloy rod, sheet, strip and tube, and 
aluminum rod and strip. You'll find everything you need 


CLEVELAND: CEdar 1-5180 
DALLAS: Riverside 1-4859 
DENVER: CHerry 4-3308 


MELROSE PARK: MAnsfield 6-3640 
MINNEAPOLIS: FEderal 97061 


LOS ANGELES: RAymond 3-5101, PArkview 1-5171 


ae 


always on tap, ready for immediate delivery. 

Fast delivery of any quantity you require is just one of 
the advantages your Bridgeport Warehouse offers. Others? 
For one thing, Bridgeport can save you time, money, and 
manpower by providing the exact sizes and metal charac- 
teristics you desire. And, of course, Bridgeport offers the 
best in technical service, based on generations of practical 
metals experience in every industry. Getting this Bridgeport 
Technical Service is as easy as dialing your telephone! 


So always remember—no matter how large or small your 
requirements—they can be satisfied faster, easier—and 
better—at your local Bridgeport Warehouse! Call now! 

NEWARK (Hillside): Bigelow 3-0044 PROVIDENCE: Williams 1-2100 


NEW YORK: EXeter 2-4290 ST. LOUIS: CEntral 1-0076 
PHILADELPHIA: JEfferson 5-3900 SAN FRANCISCO: UNderhill 1-2551 


TULSA: LUther 5-8838 


ry BRIDGEPORT BRASS COMPANY 


Bridgeport 2, Connecticut * Sales Offices in Principal Cities * Fast, Dependable Service on your Brass, Copper, and Aluminum Needs 
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while expanding the American 
market. Although Canadian car 
makers seem somewhat opposed 
to the scheme, Prof. V. W. 
Bladen, the one-man Royal Com- 
mission conducting the hearings, 
indicated that Canada’s “Big 
Three” will sound out their 
American parent corporations. 

Chief Canadian industry objec- 
tion seems to be that the govern- 
ment should first eliminate the 
present 742% excise tax on pas- 
senger cars before anything as 
radical as establishing a free-trade 
area is attempted. 


Toronto—Members of the 
Canadian legislature’s select com- 
mittee on drug costs have been 
stymied so far in their attempts 
to make some sense out of the 
big spread between foreign and 
domestic prices. They're looking 
for answers to these questions: 


@ Why does a French drug for 
the mentally ill cost $7.05 for 50 
tablets in Toronto—and only 77¢ 
in Paris? 


@ Why does another drug cost 
$20.80 for 100 tablets here—and 
only $7.53 in London? 


Fred Hume, counsel for the 
Canadian Pharmaceutical Manu- 
facturers’ Association, and S. N. 
Conder, its general manager, re- 
fused to discuss prices discounts 
and export values before the com- 
mittee. They said they had been 
warned the association might be 
investigated under the Combines 
(antitrust) Act if they did so. 

Committee member James 
Trotter, however, countered with 
a threat “to bring in the repre- 
sentatives of these companies who 
make these drugs and the in- 
dividual companies that compose 
the association” to get answers 
to his questions. 


Washington — The United 
States Treasury has now ruled 
that imports of nephelite syenite 
from Canada are being dumped 
on the American market. The 
case now will be referred to the 
Tariff Commission, which must 
determine whether imports of the 
material, used for making glass- 
ware, are damaging American 
business. 


Electric Co., an International 
Telephone and Telegraph Co. 
affiliate in Japan, says it has pro- 
duced the world’s first infra-red 
microscope. The new device, ac- 
cording to NEC, measures only 
27% in. x 5% in. x 7.1 in. and 
weighs a mere 44 lb. It consists 
of an infra-red projector, coupled 
with an electronic microscope 
that provides a visible image. The 
company claims that infra-red is 
able to penetrate substances 
which are impervious to visible 
light—such as silicon and some 
human body cells. The micro- 
scope will be used for production 
of high-purity metallic silicon... . 

Musashi Zoki Co., Ltd., 
Tokyo, is producing a 55-lb. 
midget tractor for gardening and 
small scale farming. . . . Feranti 
Ltd., Hollinwood, Lancashire, 
England, has developed a new 
language, called “Nebula,” for 
writing instruction programs for 
digital computers. The elec- 
tronics firm claims Nebula is 
simpler, more flexible, and capa- 
ble of greater extension than pre- 


vious systems. 
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Japan Adds 10% 


to Export Goals 


With U.S. Markets Main Target 


Tokyo—Japan’s latest export 
drive took on added muscle last 
week when it was disclosed that 
the electronic industry’s “five- 
year export plan” has been re- 
vised upwards. 

The stepped-up drive, which is 
aimed at the U. S. industrial as 
well as consumer market, was 
underscored in a report by the 
American embassy in Tokyo. The 
report, based on statistical esti- 
mates made by the Japanese gov- 
ernment’s Ministry of Interna- 
tional Trade and Industry, shows: 

@Japan is planning to boost 
shipments of industrial electronic 
equipment by 10% annually over 
the next four years. To date, 
Japanese manufacturers have 
scored only moderate gains in ex- 
ports of this type of equipment. 

@ A big industrial area for the 
Japanese electronics makers is ex- 
pected to be computers. Although 
the one existing manufacturer 
expected to produce only 50 digi- 
tal computers this year, plans call 
for this figure to grow to 150 in 
1961 and eventually 400 by 
1964. 


A Second Manufacturer 


Greatest impetus to the pro- 
posed growth in this field came 
only recently when four Japanese- 
American companies got together 
to put up a second computer man- 
ufacturing company. 

The group, headed by Interna- 
tional Business Machines Corp., 
has already received a go-ahead 
in principle from the official Min- 
istry of International Trade and 
Industry. Others in the group are 
Mitsui Bussan Kaisha, Japan’s 
largest trading company, Rem- 
ington Rand, and Toshiba, a 
General Electric Co. affiliate. 

Remington Rand, however, is 
now seeking to break connections 
with the group and set itself up 
in business independently. 

Japanese industry members 
contacted by PURCHASING WEEK 
expressed some doubts as to 
whether the overseas clectronics 
push will score anything but mod- 
erate success in the industrial 
field. It now accounts for but 
20% of an estimated $41.3-mil- 
lion worth of electronics exports 
by Japan. 

Main reason for industry pes- 
simism is that Japanese research 
facilities are still behind those of 
America and West Europe. 

Lower labor costs, of course, 
do give the Japanese a consid- 
erable advantage in non-assem- 
bly-line products, and several 
companies are making a small 
but good thing out of radar sets 
for “fish finding” on commercial 
fishing boats. 

In another area, Toshiba, Ja- 
pan’s largest electronics maker, 
is currently selling nuclear testing 
equipment to Austria, and several 
smaller Japanese instrument mak- 
ers are beginning to sell such 
items as oscilloscopes to foreign 
countries, including the U.S. 


New Exports High 


Meanwhile, the revised plan 
called for new export highs in 
these two other areas: 

@Semiconductor devices and 
products. Producers are aiming 
to increase exports of semicon- 
ductors by 18% over the next 
four years. This is a modest goal 
compared with the spectacular 
gain scored last year, when over 
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3-million transistors were im- 
ported by the U. S. 

@Stereophonic and _ hi-fidelity 
units and television sets. Elec- 
tronics makers have hopes of 
matching their transistor export 
achievements in this new field. 
The drive to sell hi-fi and stereo 
units was kicked off at the recent 
radio and TV parts show here, 
when such manufacturers as To- 
shiba_ exhibited four-speaker 
stereo units to sell in the U. S. 
for as little as $90. 


Foreign News in Brief 


Ocean Rates Bo. ‘ed 

Hamburg — The ¢ ental 
North Atlantic ; bound 
Freight Conference an- 
nounced a 10% boost 1 freight 
rates from Europe North 
America to become effective Jan. 
1, 1961. 

The new rates, attributed to 
increased operating will 
apply to cargoes moving from 
Antwerp, Amsterdam, Bremen, 
and Hamburg, to New York, 


Boston, Philadelphia, Baltimore, 
Norfolk, Newport News, and a 


host of other U.S. North Atlantic 
ports. 


New Prices on Viscose Yarns 


London—Courtaulds, Ltd., has 
dropped prices on two specialty 
viscose yarn types, “M-95” and 
the “strong” rayon staple. 

The cuts, a result of increased 
production and lower costs, bring 


the price of M-95 fiber down to 
35.10¢/lb., from 42.12¢/Ib., 
while strong-type fine denier 


rayon was dropped to 29.25¢/lb., 


from 31.59¢. 


Endorse Canadian Rates 


Ottawa—tThe privately-owned 
Canadian Pacific Railway has en- 
dorsed the much-criticized hori- 
zontal percentage method of 
boosting railroad freight rates in 
Canada. 

In a brief to the MacPherson 
Royal Commission on Transpor- 
tation, the railway called the 
present system, a complicated 
rate calculation involving volume 
and distance moved, the “fairest 
and most equitable method for 
shippers and railways alike.” 


ROCKS ON THE RUN - In the making by The Port of New York Authority, the second traffic level on one of the 
world’s most beautiful bridges, the graceful George Washington Bridge that joins the Jersey shore to Manhattan Island. The 
end result ... beauty pointed skyward, begins with down-to-earth digging, upheaval of earth, removal of rocks, change of 
terrain. Contractors George M. Brewster & Co., Inc., responsible for a tremendous amount of the work being done on the 
New Jersey approach to the new level, estimated removal of approximately four hundred thousand yards of rock and one 
hundred fifty thousand yards of dirt on their contracts alone. New approaches to the bridge had to be cut from huge solid 
rock cliffs. Much of this rock was processed for re-use on the job as stone backfill, and as concrete aggregate. Thirty-six-inch 
belts were used to convey the rock from processing plants to hoppers. The belts for this huge operation were made for 
George M. Brewster & Co., Inc. by Hewitt-Robins, the carcasses of which were made with Mount Vernon fabrics. 


This is another example of how fabrics made by Mount Vernon Mills, Inc., and the industries they serve, are serving 
America. Mount Vernon engineers and its laboratory facilities are available to help you in the development of any new fabric 
or in the application of those already available. 
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UNIFORMITY 
Makes The 
Big Difference ° 


for the rubber industry e Laminating fabrics and special constructions for the plastics industry —s 
laundry industry @ Special fabrics for the coating indust t 
felts for paper making, aprons for harvesting machines e 


A LEADER IN 


and Navy e Specification fabrics for industry generally. 
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INDUSTRIAL TEXTILES 


@ Standard constructions and specialties for } " f 
op yarns and drapery fabrics @ Work clothing fabrics for industry @ Fabrics for U.S. Army 


COMPANY 


S €@tet 


in G AGENT 8 


Main Office and Foreign Division: 40 Worth Street, New York, N. Y. 


Branch Offices: Chicago * Atlanta + Baltimore * Boston + Los Angeles 


MOUNT VERNON MILLS, INC. PRODUCES A WIDE RANGE OF FABRICS IN THESE CATEGORIES: Army duck, ounce duck, wide duck, drills, twills, 
osnaburgs and sateens @ Fabrics used by the canvas goods manufacturing industry @ Hose duck, belt duck, chafer fabrics and other special fabrics 


machine aprons and cover cloths for the 
e shoe, rug and carpet industries e Dryer 
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44th Annual Conference of California State, 
County, and Municipal Purchasing Agents 
Association 
Jan. 
Conference for Purchasing for the Office— 


Meetings You May Want to Attend 


Office Buyers Group, NAPA, Drake Universi: 
Des Moines, lowa, March 8 and 9. 


First Listing 


Convention and Show. Waldorf-Astoria Hote 
and New York Coliseum, New York City 
March 20-23. 


Villa Hotel, San Mateo, Calif., 


25-27 


Institute of Radio Engineers—internationa! 


..-€nd your 
delivery problems! 


Why? Because D-C takes the entire 
responsibility for delivering 

your order for parts, materials, 

or merchandise on time and in good 
condition. Only D-C can offer one-carrier 
responsibility coast-to-coast because 
only D-C goes direct coast-to-coast! 
One-carrier handling... one-carrier 
control... non-stop, straight-through 
service all the way on D-C 
equipment...cuts 20% off 
running time... assures 

you on-time delivery every time! 


Specify the Dependable Carrier... 
DL...coast-to-coast choice for 
coast-to-coast service! 


ard 


“mile-saver” route (Se 


PRECISION MEASURING TOOLS — No. 445C- JRL Macrometer Depth Gage with full base, Mo, 443-30, 


® 
accuracy comes easier with Starrett tools 


Starrett. 


Skill works unhampered when 


Starrett tools are close at hand. Your nearby Industrial Supply 
For example, craftsmen who use Distetiuter can supply more than 
a full base micrometer depth gage ,500 fine Starrett products—all 
for depth measuring in the clear pe to speed and simplify preci- 
can reach for the new half-base sion work. Write for complete 
model to get the same sure ac- catalog No. 27. Address Dept. 
curacy in confined places. Both PW, The L. 8. Starrett Com- 
have SATIN-CHROME Finish— pany, Athol Massachusetts, 
the no-glare, corrosion defying U.S.A, 

hard chrome finish pioneered by World’s Greatest Toolmakers 


RACKSAWS. WOLE SAWS, BAND SAWS, BAND KNIVES 


Previously Listed 
NOVEMBER 


|National Hotel Exposition—Coliseum, New 
York, Nov. 14-17. 


Western Tool Show & Semi-Annual Conven- 
tion—American Society of Tool Engineers, 
Ambassador Hotel and Los Angeles Sports 
Arena, Los Angeles, Nov. 14-18. 


Office Buyers Conference—NAPA Office Buy- 
ers Group, The University Club, Boston, Mass., 
Nov. 16-17. 


International Automation Exposition & Con- 
gress—Trade Show Building, New York, Nov. 
6-20. 


Electrical & Home Appliance Show—Electri- 
cal Building, Balboa Park, San Diego, Callif., 
Nov. 25-30. 


24th National Exposition of Power & Me- 
chanical Engineering—Coliseum, New York, 
Nov. 28-Dec. 2. 


DECEMBER 


Fleet Maintenance Exposition—Private Truck 
Council of America, Inc., Coliseum, New York, 
Dec. 5-8. 


Atomfair West—1Ist West Coast Nuclear In- 
dustrial Exposition, Mark Hopkins & Fair- 
mount Hotels, San Francisco, Dec. 12-15. 


Industrial Building Exposition & Congress— 
The Coliseum, New York, Dec. 12-15. 


1961 
JANUARY 


Northwest Petroleum Association—Annual 
Convention & Trade Show, Nicollet Hotel, 
Minneapolis, Jan. 18-19, 1961. 


Plant Maintenance & Engineering Show— 


International Amphitheatre, Chicago, Jan. 
23-26, 1961. 

FEBRUARY 
Chemical Buyers Group of NAPA—AMid- 


Winter Conference, Hotel Commodore, New 
York, Feb. 1-2. 


15th International Heating & Air-Condition- 
ing Exposition—International Amphitheatre, 
Chicago, Feb. 13-16, 


Purchasing Techniques Workshop—Wisconsin 
Center Building, Madison, Wis., Feb. 21-23. 


.love that fast 
1”? 


‘chart delivery! 


“T never run short on recording 
charts any more because GC 
gives me the fastest service on 
the broadest range of charts.” 


The heart of the GC delivery 
story is speed—and there are two 
good reasons why: 


1. WE STOCK MORE CHARTS. Our 
inventory of 8,100,000 charts fills 
four miles of shelf space and is 
kept current by our electronic 
data processing system. Most 
of the 15,000 items in the GC 
Stock List are here — circular, 
strip and rectangular charts— 
ready for off-the-shelf delivery 
to you. 


2. WE PROCESS YOUR ORDER FASTER 
with the most advanced elec- 
tronic data processing system in 
the industry. Most stock orders 
get 48-72 hour service. And no 
one else can match our speed in 
producing charts to meet your 
“special” requirements. 


Ask for our stock list. Ask for 
specific sample charts to try on 
your own instruments. See how 
fast we send them! 


RECORDING 
CHARTS 


DISTRIBUTED BY: 
TECHNICAL SALES 
CORPORATION 


189 Van Rensselaer St., Buffalo 10, N. Y. 
A SUBSIDIARY OF: 
GRAPHIC CONTROLS CORPORATION 
Buffalo 10, New York 


VARULIAETA 


Immediate Shipment 


FROM ENDLESS 


STOCKS of 
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STAINLESS sett 
FASTENERS 


AN—MS—COMMERCIAL 


Your order, large or small, 
filled ‘‘fast’ from the 
world’s largest stock of 
stainless steel fasteners. 
AN, MS, Commercial 
specifications in stock. 
Rigid quality control, mass 
Production economies. 
Special stainless steel 
fasteners also manu- 
factured to your exact 
requirements on extremely 
short notice. Just send 
blueprint or specs for 
quotation. Full range of 
raw material, on hand, 
assures prompt service. 


WRITE * WIRE « PHONE 


FOR QUOTATION OR SHIPMENT 
ASK FOR CATALOG 


VALLMETALE 
Screw Products Company, Inc. 


MANUFACTURERS OF STAINLESS FASTENERS SINCE 1929 


821 Stewart Avenue, Garden City, L.!., N.Y. 
Phone: Ploneer 1-1200 TWX GCY 603 
Midwest Divisi 
6424 W. Belmont Avenue, Chicago 34, Illinois 
Phone: AVenue 2-3232 TWX CG 31 


West Coast Division — Office and Warehouse 
5822 West Washington Bivd., Culver City, Calif. 


Phone: WEbster 3- TWX LA 1472 
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Steel Scrap Prices Sag as Demand Weakens 


Pittsburgh—Current collapse 
of steel scrap market is still an- 
other case of too much supply, 
not enough demand. Low steel 
output, easing exports and sub- 
stitution of ore for scrap are prov- 
ing just too much for this hard- 
pressed industry. 

Result: Prices have tumbled to 
a new 6-year low—and dealers 
see nothing but continued weak- 
ness in the months ahead. 

While they don’t expect tags to 
go much lower—‘“Most scrap is 
going practically at cost now” 
bewails one hard-pressed dealer 
—neither do scrap people expect 
any significant recovery. 

Here’s why: 


@Steel operating rate—With 
major steelmakers now predict- 
ing operations in the 50%-60% 
range for the remainder of the 
year, there’s little chance of any 
pickup in demand for scrap—a 
steelmaker raw material. 


® Exports — Overseas ship- 
ments, which have been putting 
a price floor on a lot of sales, are 
starting to fall off. 


® Inventories — Most scrap 
consumers still hold fairly large 
stocks of scrap. They’re certainly 
adequate for current curtailed op- 
erating schedules. 


@ New techniques—Steel pro- 
ducers emphasis on making 
oxygen steel is hurting scrap 
dealers—because this process re- 
quires more so-called “hot metal” 
at the expense of scrap. 


@ Freight rates—The industry 
is complaining that railroads 
through discriminatory freight 
rates are pricing scrap out of 
competition with iron ore and 
pig. 

A look at some recent quota- 
tions points up the collapse of the 
entire scrap market. Take the 
bellwether price of the No. 1 
heavy melting grade, Pittsburgh. 
Last week, prices on this grade 
tumbled to $26 per ton. 

That’s $2 below a month ago 
and the lowest level since the 
spring of 1954—when the 
economy was bogged down in 
another recession. 

The chart above reveals the 
sharpness of the drop over the 
past year. Just 12 months ago, 
this key grade was going for $46 
per ton—almost twice the price 
now being quoted. 


Decline Is General 


But Pittsburgh isn’t the only 
area that’s been hit. In San Fran- 
cisco, for example, the year-ago 
price for the No. 1 heavy melting 
grade was $45 per ton. Last week 
it was down to $32—a drop of 
29%. 

Birmingham, a major Southern 
center, shows much the same 
picture. Last week, the heavy 
melting grade went for $29 per 
ton—$8.50 below year-ago 
quotes. 

In the East, the situation has 
grown particularly acute in recent 
weeks. Up till then, New York 
and Philadelphia markets had 
been able to resist inland weak- 
ness by selling much of their 
scrap to overseas buyers. 

But not so any more. Export 
demand is slowly easing off— 
and most dealers on the East 
Coast think November and De- 
cember will bring substantially 
lower export totals. 

This Eastern demand drop-off 
is already taking its toll. Scrap is 
beginning to pile up and prices 
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are tumbling on all grades. One 
of the biggest declines is reported 
in machine shop turnings—where 
prices were recently chopped in 
half. 

The whole trouble is that scrap 
is being created much faster than 
the slump-ridden steel mills are 
able to consume it. 

Complicating the situation is 
the growing trend toward sub- 
stitution of iron ore and pig iron 
for scrap. A few comparisons 
point up the plight of scrap: Be- 
tween 1950 and 1959, for ex- 
ample, steel production went 
down 3.5%, but the drop in 


scrap consumption wi most 
double this percentas ibout 
6.5%. 

Replacing scrap, to a large ex- 
tent, is imported i ore. 
Statistics show that furnices’ con- 
sumption of imported rose 
121% over the same period 

Much of this substitution of 
foreign iron ore for scrap is 
blamed on freight rate discrimina- 
tion. William S. Story, assistant 
executive vice president of the 


Institute of Scrap Iron & Steel, 
says that railroad rates favor 
foreign ore at the expense of 
scrap. 
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Dollars per ton 


Steel Scrap Tags Tumble* 


* No.{ Heavy Melting, Pitts 
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aminated 
plastics 


available 


now 
from 


stock 


SHEETS 
RODS 


TUBES 


SHEETS 


UBES & RODS 
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Wide assortment of grades and sizes of 
Synthane sheets, rods and tubes, ready 
for immediate pick-up or delivery. 


Call Synthane Corporation, Oaks, Pa. 
GLendale 2-2211, TWX-Valley Forge 735-U 
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Trucks Tonnage Rises 
Above Year-ago Levels 


j 
a 
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RAIL MERGER DISSENT: Shippers welcoming the econ- 
omies made possible by rail mergers are having some second 
thoughts when they look at the future of rates region by region. 

The shippers’ dilemma is pointed up as two big rails get ready 
to do battle for control of the coveted Western Pacific. The 
Southern Pacific has made a bid before the ICC for control of the 
Western Pacific, which provides an important link between the 
Mississippi and San Francisco area. The move has been chal- 
lenged by the Santa Fe which would like to add this prize to its 
own rail network. 

Shippers and businessmen in Utah, for example, are vigor- 
ously opposing the Southern Pacific move, holding that the very 
presence of the small line has kept rates competitive and given 
an edge to local steel and lumber interests. While somewhat 
more receptive to Santa Fe control, shippers pointed out that the 


TRANSPORTATION MEMOS 


present low Western Pacific tariffs on raw materials and semi- 
finished goods were opposed by both major lines. 

In the in-fighting between railroads for control, the ICC has 
been of little help to shippers. In the past, the ICC has waited 
until stock control was decided before ruling on the merger. For 
example, when the Interstate Railroad was up for grabs, the ICC 
waited until the Louisville and Nashville Line withdrew before 
awarding control to the victorious Southern Railway. 

With the rash of pending and proposed mergers, shippers may 
demand a revision of ICC procedures. 

= e « 

FLEET LEASING TIPS: Fleet managers got a short course 
on the perils of truck leasing from Stephen Tinghitella, trans- 
portation director of N.Y. Commerce & Industry Assn., at a 
recent AMA seminar on private trucking. 


DOOR-TO-DOOR DELIVERY IN A FEW HOURS 
DAY OR NIGHT VIA UNITED AIR FREIGHT 


Even coast to coast, fast United Jets can give you same day or overnight delivery. And since United Air Lines 
carries freight on all flights—passenger as well as fast Cargoliners—you have a wide choice of schedules with 
direct service to 72 U. S. cities. You can reserve space for your shipment to be sure of delivery when needed 
—airport to airport or door to door. Every shipment receives extra care handling. United also can serve you 
overseas and anywhere in the U.S. A. on a single airbill through extensive interline agreements. Call any 
United Air Lines office for fast, reliable shipping service 
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900 SCHEDULES A DAY EAST AND WEST UNITED) 


.. . for Reserved Air Freight at no extra charge. 


He warned private fleet op- 
erators against leasing deals that 
offer a driver as part of a “pack- 
age deal.” Do not enter into any 
agreement, he cautioned, that in- 
dicates a connection between 
driver and leasing company. It’s 
illegal except in local movements 
regulated by ICC rules. 

Thinking about setting up a 
leasing fleet? Tinghitella offers 
this checklist: 

Ask for competitive bids, clear 
contract for “legal extras,” check 
financial status of leasing firm, in- 
spect shops, spot-check present 
customers, prepare a cost analy- 
sis for a comparison of leasing vs. 
owning. 

TARIFFS BOX SCORE: 
lruckers and barge operators won 
some points from the ICC despite 
the recent rail freight increase. 

The non-rail operators won out 
on two key issues—combination 
rates and port free time. 

The roads asked to hike rates 
on freight moved in combination 
with non-rail carriers. Truckers 
and barge operators fought this 
on grounds that the railroads were 
deliberately trying to make com- 
bination runs uneconomical in 
favor of all-rail routes. 

Shippers won a temporary vic- 
tory (to May, °61) in free port 
time. Free time now ranges from 
7 to 20 days. The roads had 
asked five days limit. 

* . * 

SHORT HAUL HIKES: Mid- 
dle Atlantic Conference has pub- 
lished a rate increase of 10% in 
the New York short haul area 
tariff (8-P) on shipments under 
2,000 Ib. and on shipments rated 


* 


AIR LINES 


® 


per piece per unit, etc., effective 


Nov. 21. 
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COMING: MORE AIR 


I _ | FREIGHT CARRIERS: Douglas 


Aircraft has received $5-million 

in orders to convert 16 DC-7C 

passenger liners into cargo trans- 

rts. Customers: Alitalia (2), 

BOAC (2), Japan Air Lines (2), 

Riddle Airlines (10). 
* 2 


. 
NEW FORWARDING 
—- Re ae . |CHARGE: Freight forwarders 
Seo. ol Se - |... | have published an emergency sur- 
Rt Ren = [charge of $1 per shipment on 


fg ~....... |movements from the East weigh- 
— 4g ing less than 1,000 lb. to the 
Rag following states: Arkansas, Lou- 
- lisiana, Oklahoma, and Texas. Ef- 
fective Nov. 19. 
* e . 
WHISTLESTOPS: South 
Carolina has dedicated its new 
state Pier 8, the Columbus St. 
Terminal, last major project in a 
hw $21-million expansion of state 
==: [ports .. . Linde Co., division of 
Union Carbide will use a pipeline 
to distribute high purity nitrogen 
and nitrogen in the Houston ship 
canal area... 
Great Northern Railway will 
buy 650 freight cars next year. 
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Railway Express Expands Services 
To Speed Its Small Lot Shipments 


New York—Railway Express 
Agency has taken another step 
to push coordinated transporta- 
tion services and make volume 
rates available to small lot ship- 
pers. 

The rail-owned common car- 
rier has purchased Fast Service 
Shipping Terminals, Inc.,.a New 
York-based consolidating firm, 
in its first entry into the con- 
solidation business. 

Designed primarily to help 
apparel manufacturers and buy- 
ers take advantage of express 
incentive rate charges, the action 
opens the door to lower rates for 
buyers of other commodities 
such auto parts and hand 
tools. 


as 


See Apparel Use Increase 


The acquisition is expected to 
give added impetus to REA 
movement of apparel package 
shipments from New York and 
Los Angeles manufacturing cen- 
ters to retail stores across the 
country, according to William 
B. Johnson, REA president. 

Individual low weight pack- 
ages moved as lot shipments to 
consignees amount to about hait 


the costs by parcel post, he 
asserted. 
For example: 10 individual 


10-ib. apparel package shipments 
received on one day trom various 
New York manutacturers for a 
Miami store, consolidated by 
Fast Service and delivered to 
REA, would carry total charges 
of $7.47 compared with a cost 
of $15.50 for parcel post. 

The Fast Service charge is 18¢ 
per package, collected for the 
consolidator along with express 
charges. 

A REA spokesman pointed 
out that while the rail charges 
would be the same for another 
consolidator or volume shipper, 
consolidation charges vary trom 
company to company because 
they are not regulated by ICC. 

Here’s how the system works: 

Buyer marks order to be sent 
through Fast Service. Packages 
are grouped according to destina- 
tion and delivered to Railway 
Express. Packages received are 
consolidated and forwarded the 
same day by REA to all U. S. 
destinations under low com- 
modity rates. 

“Our entry into the consolida- 
tor business,” Johnson said, “‘is 
consistent with continuing addi- 
tions to express quantity-ship- 
ment incentive rates, bringing to 
package shippers and consignees 
the lower transportation charges 
possible under multiple-shipment 
pickup and handling operations.” 
REA has pioneered volume 
rates (see PW, June 6, *60. p. 1). 

Express incentive rates have 
been published on wearing ap- 
parel and a long list of other 
commodity items. Under the 


New Sylvania Center 


Emporium, Pa.—Sylvania 
Electric Products Inc., has begun 
construction of a new electron 
tube research and development 
center here. 

First stage of the program is a 
42,000 sq. ft. building to house 
research activities on “Sarong” 
cathode coating and various types 
of stacked tubes. The firm is a 
subsidiary of General Telephone 
& Electronics Corp. 


rates, progressively lower charges 
apply to each iridividual shipment 
depending upon the aggregate 
weight bracket into which the 
entire group of shipment falls 
when handled at one time by one 
shipper or consolidator. 

Although substantial reduc- 
tions are in effect in a number 
of weight brackets, special pack- 
age rates apply when individua 
shipments tendered by a large 
shipper weigh 10,000 Ib. or 
more. 


FORKLIFT OPERATOR 

Intermountain Express 
ville, Calif., termina! 
freight tape code wit! 
and consignee names 
pipe. Sensitized tape is 
pipe, steel, tires or ¢ 
freight to insure again 


delay in case consigne: 
are obliterated or rer 


transit. 


noved in 


Pacific 
mery- 
pplies 
shipper 
n steel 
od with 

other 
loss or 
names 
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You need both... QUALITY DESIGN 


IT’S A PUSH BUTTON WORLD AT WILLIAMS 


This three station transfer machine drills, 
broaches and chamfers box openings to 
close Williams’ tolerances. 


ram machine. 


Open-end heads are broached to extremely 
close tolerances on this two station vertical : 


C 


QUALITY MANUFACTURE 


You get the most for 
your money when you 


buy WILLIAMS! 


You get the most for your 
money when you buy any tool, 
wrench or stock forging 

from Williams’ broad line of 
4530 stock catalog items. 

THE BROADEST LINE OF ITS KIND 


MR. WRENCH SAYS: “Get the Facts 
.-- get TOOLFACTS...new 24 page 
booklet on how to select, use and 
care for Quality Wrenches.” 


J. H. WILLIAMS & CO. 
Division of United-Greenfield Corporation 
411 VULCAN STREET, BUFFALO 7, N.Y. 


Mr. Wrench: Please send me your new 
() TOOLFACTS Booklet [1] ILLUSTRATED CATALOG No. 304 


NAME_ TITLE 
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P/W School for Strategists 


his session of SCHOOL FOR STRATEGISTS injects a 
personal twist into PURCHASING WEEK’s course on how to 
use the Theory of Games of Strategy in business decisions. Pre- 
pared by a PW consultant, John M. Owen, this week’s strategy 
situations involve purchasing agents’ salaries and jobs. Your object 
is to lick a very smart competitor in man-to-man intellectual 
combat. By employing certain new mathematical concepts—here- 
with reduced to a quick set of visual aids—you can achieve your 
object speedily and safely. 
To understand how Games of Strategy are played and solved, 
first concentrate on the following concrete example: 


SAMPLE PROBLEM 


Two competing companies—Arnold Corp. and Byerson Corp. 
—want to bid on a contract. They are such bitter rivals that they 
will thwart each other at the drop of a hat; in fact, each even 
thinks of the other fellow’s losses as his own gains. Here is their 
situation: 

@ If Arnold bids and Byerson does not, Arnold will lose $2,000. 

@ If both bid, Arnold thinks he can gain $1,000. 

@If neither bids, Arnold thinks he’s $3,000 better off than 
Byerson. 

@ If Byerson bids, and Arnold does not, Arnold figures he’s 
$2,000 ahead. 

What should Arnold do? 


HOW TO SOLVE THE SAMPLE PROBLEM 


1. Let’s concentrate on just one of the opponents for a starter— 
Arnold. Sort his possible moves into two logical groups: 1) What 
happens if he bids, and 2) what happens if he doesn’t. This is what 
you get: 


Dollar Value of Move 


to Arnold 
Arnold bids, Byerson doesn’t — $2,000 
Arnold bids, so does Byerson $1,000 
Arnold doesn’t bid, neither does Byerson $3,000 
Arnold doesn’t bid, Byerson does $2,000 


2. Now put the dollar value of each move in a little box (called 
matrix) so you can inspect the situation visually. You want to solve 
it from Arnold’s point of view, so write Arnold’s moves at the left. 
Like this: 


i AE EN) ae 
Ariield | ff ; 

Bids fmt OOO) / a6 
Arne td 4 - 
oe sr+ 5 M0 we  4¢ 


Incidentally, whatever Arnold does is the counterpart of what 
Byerson does (since there are only two players), so the box above 
really could be amplified like this: 


be ratn Biyje Sor 
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3. Find the lowest value in each horizontal series, and the 
highest value in each vertical series. Here’s what you get: 


Byerson = Byersen 
Doesn '- Bias 
Grneld #, b00 4h 000 Ja coc 
Gene id, 43,000 4, Coc} 42,000" 
93,000 %2,600* 


4. Note that the figure $2,000—starred for visibility—is com- 
mon to both horizontal and vertical series. THIS FIGURE IS THE 
STRATEGIC SOLUTION TO THE PROBLEM. To put it an- 
other way: Arnold should not bid, and Byerson should. This is the 
sanest settlement for both. 

Now try the following two problems, using the above technique: 
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PAY RAISE GAME 


George Smathers, vice president in charge of purchasing at the 
APCO Industrial Chemical Co., would like to recommend Bill Shea. 
basic chemicals buyer at APCO, as a featured speaker at a forth- 
coming NAPA convention. However, Smathers is concerned that 
the invitation, considered a high honor, might make Shea “too big 
for his britches.” The annual salary revision date is coming up and 
Smathers is afraid that if Shea guesses that he’ll be named speaker, 
he will storm into the office and demand a fat raise. 

Smathers is so right. Shea also figures that he’s just the man for 
the basic chemicals speech; and he is debating whether to hit up 
the boss for a big pay hike, large enough so that he will have to 
save face by resigning if Smathers doesn’t give it to chim. 

Here are approaches to the dilemma: 

@ Shea asks for the raise, Smathers recommends him for speaker 
and — gets the raise. This outcome is valued as a gain of $2,000 
by Shea. 

@ Shea demands a big pay hike, but Smathers turns him down. 
Shea will then resign to save face. This would be valued as a loss 
of $2,000 to Shea. 

@ Shea doesn’t put in for the increase, and Smathers recommends 
him as speaker. Shea doesn’t get the pay hike now, but is in a 
better bargaining position with APCO for the next round—this 
would be a gain of $500 to Shea. 

@ Shea doesn’t ask for the raise, and Smathers doesn’t recom- 
mend him as speaker. There is a zero gain or loss by either side. 

In summary, the alternatives open to Shea are as follows: 


Dollar Value of Move 


to Shea 
Shea asks for a raise; is recommended as speaker 
and gets the raise. +$2,000 
Shea asks for a raise; is not recommended as speaker 
and does not get a raise. —$2,000 
Shea doesn’t ask for a raise; is recommended 
as a speaker. +$ 500 


Shea doesn’t ask for a raise; isn’t recommended 
as a speaker. 0 
Now, as Bill Shea, how would you use game theory and the matrix 
below to decide whether you should ask for a raise in this situation? 
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SHOOTING FOR HIGHER STAKES 


C. R. Fizzle, president of the Fizzle-Up Bottling Co. is thinking 
of making a big offer to Larry Gompertz, star purchasing agent of 
the Burpsi-Cola Corp.—Fizzle’s chief competitor. 

Gompertz gets wind of this and is somewhat perturbed because 
he was about to sign up at Fizzle for another year at higher pay. The 
Fizzle raise actually is somewhat less than the rumored offer—but 
at least it’s in the bag. What should Gompertz do? 

The situation has these potentials: 

© Gompertz doesn’t sign the contract, and receives an offer from 
Fizzle. This would be a gain of $3,000. 

@ Gompertz doesn’t sign the contract, doesn’t get a Fizzle offer, 
and consequently is out of a job. This would be a loss of $1,000, 
the cost of finding a new job. 

@ Gompertz signs the Burpsi contract and gets the Fizzle offer. 
Now he can at least boast of the offer. This outcome is valued at 
$200. 

@ Gompertz signs the Burpsi contract at the higher rate, and the 
Fizzle offer doesn’t come through. There is zero gain or loss. 

In summary, the alternatives look like this: 


, aaa ae ae ee me A aE we Bm 


Dollar Value to Gompertz 


Gompertz doesn’t sign, and receives a Fizzle offer +$3,000 
Gompertz doesn’t sign, doesn’t get Fizzle offer, 

and is out of a job. —$1,000 
Gompertz does sign with Burpsi, 

does get a Fizzle offer +$ 200 


Gompertz does sign, and does not get an offer 0 
Fizzle. 
Makes oer Doesni+ 


SIGNS 
from pert2. 
Doesn'> 


(Answers to both games on page 28) 
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Purchasing Week 


Meet the Faculty 
Game smane 

John M. 
Owen, Jr., 
takes time out 
from his 
teaching 
duties at Wag- 
ner College’s 
graduate 
school of business to prepare 
these games of strategy. Owen 
is a professor of business ad- 
ministration, and teaches pur- 
chasing and inventory control. 
He has also taught at Ford- 
ham, and worked as an econ- 
omist for the Econometric In- 
stitute. He also gained busi- 
ness and purchasing experience 
as a research analyst and com- 
modity expert at Western Elec- 
tric for several years. Owen 
believes that purchasing men 
are eager to add new mathe- 
matical decision-making tools 
to their managerial skills. 


Veterans Agency 
Turns to Overseas 
Drug Purchases 


Washington — The Veterans 
Administration has joined the 
military in buying drugs from 
overseas at prices ranging down 
to one-fourth of what U. S. pro- 
ducers are bidding. 

The VA last week signed a 
$65,000 contract for three 
months supply of tranquilizers 
from GYMA Laboratories of 
New York, which imports from 
A. §S. Syntetic, a Danish pro- 
ducer. it is the agency’s first 
foreign drug purchase but a 
Washington official says “it is un- 
doubtedly not the last.” 

The agency reports that it 
has been buying meprobamata 
(U. S. trade name, Miltown or 
Equanil) from Carter Products 
Inc. and American Home Prod- 
ucts Corp. at $19.25 for a bottle 
of 500. The Danish firm bid $5 
a bottle and VA negotiated them 
down to $3.84. Officials said 
they had tried to bargain U. S. 
producers down unsuccessfully. 

VA will assure itself of the 
equality of the drugs by having 
a Naval inspector overseas check 
production facilities and running 
spot samples through the Food 
and Drug Administration Lab- 
oratories. 

The military medical supply 
agency which buys for all three 
services has been purchasing cer- 
tain drugs overseas for some 
months at savings it estimates up 
to 65% or 70%. 

U. S. drug makers have openly 
pressured government officials to 
cease foreign drug purchases 
from companies which they feel 
are infringing on U. S. patents. 
They accuse the government of 
encouraging “drug pirates” who 
cash in on the research and de- 
velopment of U. S. firms to turn 
out the same product at low cost. 
They particularly attack Italian 
suppliers who have no patent 
worries because, since Mussolini, 
drug patents have been outlawed. 
And they point out that as a 
result Italian drug firms have not 
produced one single new drug 
since the war. 
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In the World of Sales 


John N. Hutson has been pro- 
moted to North Central regional 
manager, Federal Pacific Electric 
Co. Hutson will be responsible 
for the company’s sales activities 
in the greater Chicago area, In- 
diana, Illinois, Wisconsin, Min- 
nesota, and North and South Da- 
kota. 


William A. Carroll, Jr., for- 
merly sales manager, has been 
advanced to manager of market- 
ing, Industrial Silencer Div., 
Burgess-Manning Co., Dallas. 
R. T. Oliver, Jr., formerly New 
York district sales manager, is 
now sales manager for domestic 
operations. 


Jack T. Welch, vice president- 
sales, Sheffield Corp., Dayton, 
Ohio, transferred to Bendix In- 
ternational, New York, as direc- 
tor of industrial marketing for 
the division. William I. Wilt, vice 
president-advertising and promo- 
tion, becomes vice president- 
marketing and will direct Shef- 
field’s domestic and export sales 
as well as continuing to head 
advertising and publicity. 


Donald F. Hunt was named 
assistant sales manager, Bogue 
Electric Mfg. Co., Paterson, 
N. J. 


Carl Norlander has been pro- 
moted to vice president and sales 
manager at Mid-America Fasten- 
ers, Inc., Franklin Park, Il. 


Robert J. Reidy has been made 
manager of equipment tire sales 
for B. F. Goodrich Tire Co., a 
division of the B. F. Goodrich 
Co., Akron, Ohio. He succeeds 
Russell E. Montgomery, recently 
named managing director of B. F. 
Goodrich Australia, Pty. Ltd., a 
B. F. Goodrich subsidiary. 


Thomas C. Pridmore has been 
moved up to sales manager at 
Bradley Semiconductor Corp., 
New Haven, Conn. 


William F. Latz former vice 
president in charge of field sales, 
U. S. operations, Scripto Inc, 
New York, is now vice president 
in charge of planning, advertis- 
ing and promotion. Bart Hoag 
becomes national field sales 
manager. 


John J. Hickey has been ap- 
pointed district sales manager at 
Chicago for Magnus Metal Corp. 


W. R. JOHNSON, assistant direc- 
tor of purchasing in charge of 
pulp and waste paper purchase, 
Gardner Div. of Diamond Na- 
tional Corp., Middletown and 
Lockland, Ohio, has been as- 
signed the additional post of 
president, Dayton Paper Stock 
Co., a Gardner subsidiary at Day- 
ton, Ohio. 
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Jeff Miller Smith was promoted 
to general sales manager, Strong 
Cobb Arner Inc., Cleveland. 
Smith is also an assistant vice 
president of the company. 

Harold R. Dobb has moved up 
to sales manager of Frauenthal 
Div., Kaydon Engineering Corp., 
Muskegon, Mich. 


Charles A. Grant and Arloe R. 
Olsen were appointed director of 
sales and assistant director of 
sales respectively, Virginia Cellu- 
lose Department, Hercules Pow- 
der Co., Wilmington, Del. 


This Char 


J. W. Dobson was | 
chasing agent for Sout 
Timber & Pulp Cor 


pur- 
Land, 
\tlanta, 


Ga. He has had 11 pur- 
chasing and stores m.nagement 
experience with Bowa South- 
ern Paper Corp. in nessee 
and the Coosa River wsprint 
Co., Alabama. 

George H. Cassidy jas been 
promoted to the new post of pur- 
chasing agent, Westinghouse 


Portable Appliance Div., Mans- 
field, Ohio. He will be responsible 
for purchasing at Manfield and 
will coordinate purchasing de- 


partment activities of the di- 


vision’s plant at East Springfield, 
Mass. 


G. H. CASSIDY 


Charles Lowenthal has been 
advanced to vice president in 


J. W. DOBSON 


ing Purchasing Profession .. . 


charge of purchasing and internal 
administration, J. B. Card & 
Paper Co., Newark, N. J. 


S. R. Secor retired as chief pur- 
chasing and stores officer, Chesa- 
peake & Ohio Railway, Rich- 
mond, Va., after 49 years in the 
railroad field, 40 of them with the 
Chesapeake & Ohio. 


| Obituary 


Lt. Col. Oliver D. Burden, Jr., 
54, head of the United States Air 
Force’s San Francisco procure- 
ment district, died Oct. 27. 
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METRIC SERIES 


High-capacity cylindrical 
roller bearings for heavy 
radial loads and light or 
loads. 


intermittent thrust 
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NO BEARINGS carry radial loads like 
cylindrical bearings...and NOBODY 
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INDUSTRIAL INCH 


Designed for slow-moving, 
heavily loaded machinery 
where large-diameter shafts 
ore usually employed. 


i 
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Whatever your roller bearing problem, you'll find a type 
to solve it in America’s most complete line of cylindrical 


knows them like Hyarr 


bearings—HYATT Hy-Rolls! Their greater load capacity is 
particularly helpful when heavy loads must be carried in 
cramped quarters. To save space, inner or outer races can be 
omitted from separable types. Shouldered-race types will also 
take thrust and locate heavy shafts dependably. You can 
depend on the advice of your HYATT Sales Engineer—and the 
bearings he recommends! Hyatt Bearings Division, General 
Motors Corporation, Harrison, New Jersey. 


TRUNNIONED ROLLER 


For industrial trucks, textile 
machinery, gear pumps, 
conveyors, hoists, agricul- 
tural equipment, etc. 


WOUND ROLLER 


A three-part separable 
bearing which provides 
maximum resistance to 
shock, abrasion and fatigue. 


Available through United Motors System and its Independent Bearing Distributors 


THE RECOGNIZED | ££ "DER IN CYLINDRICAL BEARINGS 


GM 
Eco 


Hiy-ROLL BEARINGS 


FOR MODERN INDUSTRY 
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| OUTGOING CARGO loads directly via conveyor built into trailer bed that con- ? PUSHBUTTON CONTROL panel helps te 
nects with terminal building conveyor. Trailers unload automatically. line. Closed circuit TV monitor allows 


Two Men Plus Push Buttons —That 


| Ga firms whose warehousing and cargo handling systems need 

cost-cutting modernization can go to the Air Force for advice. Auto- 
mation has taken over the cargo chores at the busy Air Materiel Command 
freight terminal at Tinker Air Force Base in Oklahoma. 

®@ Over 250,000 Ib. of freight move through the terminal on 30 flights 
daily. Most of it never is touched by a warehouseman or fork truck. The 
gentle hand of electronics and super-automated conveyors does all the 
hard work with less breakage and in half the time and cost of older pallet- 
and-truck handling methods. 

@ In fact, under the Air Force system it’s practically a two-man job. 

The new system can unload five planes simultaneously, instead of two. 
Plane unloading time has been cut from about 50 minutes to 20 minutes; 
truck unloading time 45 minutes to 45 seconds via automatic conveyors. 
And per-ton handling costs have been reduced from $18 to $10. 

The automated terminal cost $1.7-million ($470,000 went for con- 
veyors and the electronic control equipment) and is believed to be the only 
one of its kind in the country. Though installation cost is high, automatic 
handling and warehousing offers such large cost and time saving benefits 
that private industry and transportation systems are sure to adopt it. 

The men control the entire 44,000 sq. ft. terminal from a pair of elec- 

CARGO DIVERSION arm is another device used to tronic consoles (see photo above). They keep an electronic eagle eye on 
© switch freight containers from one line to another. all conveyor lines with 10 closed circuit TV cameras. Telescoping con- 

Here arm diverts cargo to right-hand conveyor. veyors load and unload aircraft and trucks, and way bills and cargo lists 

whisk to the carriers through an extensive pneumatic tube system. 


= : 
A-| 
FORK LIFT TRUCK HOISTS cargo too heavy and bulky 7 INCOMING C-46 PLANE unloads 10,000 Ib. of cargo 


* for conveyor system aboard planes after line-sized via conveyor in 22 minutes. Task would require 45 
items have been loaded by automatic conveyor. minutes using old pallet and fork lift methods. 
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al boss direct moving cargo to proper storage AUTOMATIC PUSH-OFF device shoves cargo from main conveyor to storage line 
to view areas in other parts of terminal. * in response to push-button signal from terminal boss at the control panel. 


How the Air Force Handles Cargo 


One control console automatically dispatches air shipments into 29 
conveyor-hold lanes, each representing a flight. The other control console 
sorts the load by destination and moves shipments to aircraft in proper 
loading order. The second operator also sorts incoming shipments by 
destination and transfers the material to waiting trucks. 
As a package enters the terminal, an employee checks it, removes a 
copy of the invoice and sends it to the load planner. The shipment is 
assigned to a flight and the flight number is stamped on the package. The 
load planner keeps a close check on weights assigned to the air freighters. 
As the package passes the first console the operator presses a button 
assigning it to a conveyor lane where the flight is being assembled. The 
package is automatically delivered to the lane. 
When the flight load is assembled, a lane number light comes on on both 
consoles. This signals the first operator that the lane is completed; the 
second operator then takes over control of the shipment. 
The second operator, using his conveyor and automatic push-offs (see 
photo), begins breaking the shipment into six groups by destination. He 
moves the shipment to the plane in proper load order with material headed 
for the first destination loaded last. 
Conveyors loading the planes are double-decked with the lower section 
handling out-bound traffic and the upper deck moving in-bound shipments. STORAGE LINES receive up to 18,000 lb. of cargo—a 
The 10 television cameras, with turret lenses, can be monitored from full airplane load. Each line is numbered by flight, 
five positions and give terminal personnel a ready picture of the cargo and receives cargo just for that shipment. 
situation at any point inside or outside of the terminal. 
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R TELESCOPING METAL SHELLS extend from building to 9 CARGO SEGREGATION lines automatically sort incom- 


aircraft to protect high value cargo from weather ing shipments into lanes marked for Tinker AFB, re- 
damage as it is unloaded. shipment via air, or by ground carrier. 
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P/W BOOK REVIEW 


Research Seen Pacing Economic Growth 


THE RESEARCH REVOLUTION—By 
Leonard S$. Silk, McGraw-Hill, 1960, 
price $4.95. 


This challenging book, at- 
tempts to evaluate the new 
dynamic “research” force that 


has strengthened America’s eco- 
nomic sinews—and resulted al- 
most in a doubling of the nation’s 
productive capacity in less than 
one decade. 

The big question, the book 
raises, however, is: How will 
this new force behave? 

Pretty well, according to the 
findings of this new study. The 
author notes, for example, that 


L. S. SILK sees the research revo- 
lution as guide to length and 
breadth of economic progress 


there’s a tremendous rate of re- 
turn on investment in research 
and development. Under these 
conditions it should be fairly 
easy to obtain needed capital to 
finance big new projects. 

The story of the rapid growth 
of the semiconductor industry, 
told in a separate chapter, is an 
excellent example of the vital 
role that research can play. 

But the semi-conductor story 
is only one of many where re- 
search and development have 
played major roles. The author 
sharply underscores the grow- 
ing and widespread use of R&D 
by citing some of the figures on 
money spent. 

In 1928, for example, in- 
dustry spent less than $100-mil- 
lion on research and develop- 
ment. By 1953-54 this figure 
was up to $5-billion. And by 
last year it had soared close to 
$12-billion. 

Silk claims the figure is still 
large—even if you take into ac- 
count the inflation over the last 
20-30 years. He quotes one ex- 
pert who placed the gain in “real” 
research at 30-fold between 1930 
and 1958. In other words, he 
places the “real” gain at some 
3,000% . 

And it’s still heading up. A 
valuable _ projection—contained 
in a separate appendix—puts 
1969 outlays at $22-billion—al- 
most double the current rate. 

Equally important, this pro- 
jection provides a breakdown by 
type of research (basic, applied, 
and development). Another 
breakdown provide estimates 
by type of agency performing the 
work (industry, government, 
colleges, and institutions.) 

In his discussion on the growth 
of research he points out, “re- 
search feeds upon itself, discov- 
ery breeds discovery, innovation 
breeds innovation.” 

Moreover, as the author notes, 


24 


the number of elements needed 
for scientific and technological 
processes is already available. 
These include a number of 
“building blocks”—eight in num- 
ber. 

These are (1) process mate- 
rials, (2) process equipment, (3) 
tools of measurement and ob- 
servation, (4) calculating devices, 
(5) recording devices, (6) instru- 
ments of communication, (7) 
inventories of stanardized items, 


and (8) refer-nce literature. 

Silk takes a idle-of-the-road 
stand on the knotty problem of 
whether or not should make 
all research freely available to 
all. 

This is required reading for 
students of American economic 
growth as well as for general 
readers who want to keep abreast 


of one of the most important 
business developments of our 
time. 


Full Data on Automatic Vendors 
To Be Stored at St. Louis U. 


Miami Beach — Automatic 
vending got a big boost in prestige 
this week with the announcement 
that a storehouse for documents 
relating to automatic merchan- 
dising has been established at St. 
Louis University. 

Funds for the special collection 
to be housed in the University’s 
new Pius XII Memorial Library 
have been donated by Thomas B. 
Donahue, president of the Na- 
tional Automatic Merchandising 
Association. 


“Automatic vending has made 
great strides as a channel of dis- 
tribution since World War II,” 
Donahue states. “It is vital that a 
permanent center for collection 
and research be provided about 
this important retailing channel.” 

The initial fund will be used to 
acquire and maintain an industry- 
wide book collection, including 
the retailing applications of auto- 
matic merchandising, history of 
the industry, manufacture of ma- 
chines and other technical phases. 


Anode casting wheel. Here, molten copper arrives at 2100°F., and is cooled to less than 1500°F. in equipment at right. 


Gulf Pydraul is used in all hydraulic applications close to open flames or extreme heat. It’s noncorrosive and fire resistant. 
Gulf Harmony lubricates wheel rollers. And Gulf E.P. Lubricant keeps the reduction gears in excellent condition. 


Protects multi-million-dollar facilities against heat, sludge 


GULF MAKES THINGS 


The Kennecott Refining Corporation, Ann Arundel 
County, refines blister copper. It has invested over 
30 million dollars in highly advanced production, qual- 
ity control and materials handling equipment. Work 
force: 600 strong. So that’s $50,000 worth of equipment 


per man. 


This heavily automated refinery demanded a simple, 
yet effective lubrication program. To set it up, the 
Kennecott maintenance staff worked closely with Gulf 
engineers. The result: a program that requires only a 


small number of Gulf oils and greases. 
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resistance. 


For instance, Gulf Harmony® oil is used in hydraulic 
systems that aren’t exposed to extreme heat—assures 
smooth performance. And Gulf Harmony proves effec- 
tive in other applications that require an oil with oxida- 
tion stability, water separation characteristics and sludge 


Gulf E.P. Lubricants prevent excessive wear, keep 
maintenance costs low on equipment that undergoes 
shock loads and high pressures. Example: reduction 
gears on anode casting wheel and furnace chargers. 


A Gulf Sales Engineer reports that “The anode casting 
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Complaints on Prices Stir Jute Tra 


New York—tThe Indian jute 
industry, fearful that high prices 
for the commodity are encourag- 
ing U.S. industry to turn to 
substitute materials, is promising 
American customers prices will 
ease by next spring. 

The chairman of the Indian 
Jute Mills Association of Cal- 
cutta, D.C.B. Pilkington, came to 
the United States last week 
for a cross-county tour to reas- 
sure complaining customers. Jute 
prices have risen 40% in the past 
six months. 

In addition the 


to offering 


prospect of easing prices, the jute 
association is broadcasting details 
of a new stockpile plan to coun- 
teract year-to-year price fluctua- 
tions. During high production 
years, the association will buy 
surplus jute which will be held for 
disposal during leaner seasons. 
Hit During Crop Cutback 
The current price spiral was set 
off a year ago when Indian jute 
growers cut back their crops in 
the face of falling prices. The 
year of the crop curtailment, 
however, was followed by a bad 


ers 


sultant 
used 


growing season an 
shortages of the comn 
primarily for making ip. 
The U.S. takes million 
yards of burlap fron India, or 
50% of the country’s ial out- 


put. The tough fiber o used 
for bags for agricultur:! products 
and by automobile, furniture, and 
carpet - manufacturers. Buyers, 
however, have shar; reduced 
their purchases during recent 
months, turning to suc! substitute 
materials as multi-wall paper 


bags, cotton, and a number of 
synthetic materials. 


Lone Star Steel Set to Expand 
Markets With New Product Lines 


Dallas—Lone Star Steel Co. 
has kicked off a new multimil- 
lion-dollar expansion program 
designed to expand its footing in 
the pipe market. 

The expansion is aimed at 
making Lone Star a major com- 
petitor in supplying pipe for: 
highway construction, large scale 
water transmission systems, 
building trades, and the plumbing 
market. 

At present the company manu- 
factures only oil field tubular 


Stripper conveyer. Pulleys and gears are sprayed with Gulf Harmony 
76. It’s foamless. It's stable. And it provides effective protection 
against fumes from the electrolytic cells. 


Wire bar casting wheel. The refined molten copper comes from a small 
induction furnace off the main arc furnace. Gulf Lubcote lubricates 
the rim gear, drive pinions and guide rolls. And Gulfcrown Grease 
lubricates the flexible couplings and mold tipping rollers. 


Charging machine. It feeds pre-heated cathodes to the 90- 
ton, 13,500 KVA electric melting furnace. Gulfcrown Grease 
E.P. is used in the central lube system of all furnace 
chargers and the rotary pre-heating furnace. It’s oxidation- 


stabilized and protects against rust. 


Left to right. F. A. Gaidis, Plant Engineer, H. E. Nelson, Ma- 
chinist Supervisor, and J. E. Foos, Gulf Sales Engineer. A 
small number of multi-purpose Gulf oils and greases gives 
the Kennecott Refining Corporation a simple, yet effective 


lubrication program. 


and wear with just six Gulf® lubricants... 


RUN BETTER! 


wheel’s entire system was recently cleaned, and all re- 
duction gears were in fine shape. No dirt or rust, or any 


indication of oil breakdown.” 


Gulfcrown® Grease E.P. is also specified for equipment 
that meets high pressures and shock loads. Gulf Lubcote® 
cushions gear-teeth sliding and rolling action on open 
gears. Reduces noise and wear. 
Gulf Pydraul for hydraulic applications near open flames 
or high temperatures, and uses Gulfcrown Grease in a 
variety of conventional grease applications. 

May we have the opportunity to work with you in 
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setting up a similar money-saving lubrication program 
with multi-purpose Gulf lubricants? They'll help you 


cut maintenance costs and simplify lubricant applica- 


Finally, Kennecott uses 


GULF OIL CORPORATION 
Dept. DM, Gulf Building 
Houston 2, Texas 


tion, storage and handling. Call 
a Gulf Sales Engineer at your 
nearest Gulf office. Or write for 
information. 
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goods and cast iron pressure pipe 
for sewer systems in diameters 
up to 16 in. 

To put punch behind the drive 
to expand pipe markets, Lone 
Star Steel Co. has authorized: 
@A new spiral weld pipe mill 
capable of making pipe from 
16 in. to 80 in. in dia. 

@New equipment for lining 
and coating pipe. 

@ Expansion of stretch reduc- 
ing mill to produce standard 
grade black or galvanized pipe, 
plus facilities for applying epoxy 
and plastic coatings. 

® Remodeling of rod mill to 
use by-products of various mills 
to produce reinforcing steel for 
the construction industry. 


Total cost of the program will 
run “several million dollars,” 
according to E. B. Germany, 
president. Installation of the new 
equipment will require a num- 
ber of new buildings. Most of 
the machinery has been designed 
and actual assembly is underway. 


Mobay Chem. Expands 


Pittsburgh—Mobay Chemical 
Co. has announced plans to add 
to its capacity for the manufac- 
ture of tolylene diisocyanate used 
in manufacture of plastic foams. 
The expanded facilities, sched- 
uled for completion in June, 
1961, will raise Mobay’s TDI 
capacity to 40-million lb. annu- 
ally at its New Martinsville, 
W. Va., plant. 


They got tired 


of high costs 
—so they sent 
prints to 


ASCO 


One look and you know 
this is a tough stamping job. 
Yet, ETASCO does it at 
much less cost than a 2- or 
3-piece part. 


If proper tool- 
ing, and plenty 
of thought could 
cut your costs 
for metal stamp- 
ings, it will pay 
you to get a 
quote from 


_\ETASCO’) 


EASTERN TOOL & STAMPING CO.., Inc. 
122 BALLARD ST., SAUGUS, Maseacnoserrs 


where America’s first 
successful ironworks is located 
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Pfaudler Learns About Value Analysis—It Takes Organization 


Rochester—How do you go 
\bout setting up a value analysis 
program? 

lhe first step, say the experts, 
should be to get some profes- 
sional advice. This not only will 
help get the program off the 
ground with a minimum of effort, 
but it will also provide guidelines 
for plant personnel all along the 
way. 

Next, recruit a committee of 
seasoned men from all depart- 
ment’s—including purchasing. 

Finally, draw up a general plan 


of action fitted to your own plant 
needs, but keep the strategy flexi- 
ble—as though you were operat- 
ing on the tactical level of 
constant change. 

That, in summary, is the way 
Pfaudler Div. of Pfaudler Per- 
mutit, Inc. did it—and now the 
program is working so smoothly 
that the company expects to save 
about $250,000 in the first year 
of its operation. 

Pfaudler followed its own blue- 
print faithfully right from the 
start. To initiate the program, it 


called in expr from Value 
Analysis, Inc. to head up a VA 
seminar for key people. 


Setting up a committee—the 
second step—pr. sented some dif- 
ficulties, since «!| departments 
were called on to supply at least 
part-time participants. Pfaudler 
solved this one by expanding the 
working staffs of those depart- 
ments that were hardest hit-—pur- 
chasing and engineering. In ad- 
dition two men were assigned 
full-time committee jobs as sec- 
retary and coordinator, with the 


primary responsibility of carrying 
out the basic VA plan. ; 

Both the committee secretary, 
Howard Novak, and coordinator, 
Ray Nocera are seasoned men, 
with more than 10 years’ com- 
pany experience under their belts. 
Their most important contribu- 
tion to the VA program, aside 
from engineering skill, has been 
their solid knowledge of the firm’s 
products. 

The committee’s first job was 
to outline a basic operation plan, 
spelling out its own key role in 
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EXTRA RIGIDITY of Chicago-Latrobe Drill 
pays off at Tool Show demonstration! 


3” hole through 3” plate took just 52 seconds. Note perfectly formed chips 
that indicate continuous, vibration-free cutting even while operating at .100” 
rate of feed. Demonstration took place at Machine Tool Show. 


At the Chicago Tool Show the Carl- 
ton Machine Tool Company intro- 
duced its new 6 ft. Radial Drilling 
Machine. In one of the most dra- 
matic drilling operations ever per- 
formed, they drilled a 3” diameter 
hole in a hot rolled steel plate 3” thick 
in just 52 seconds, operating at 45 
RPM with a feed of .100” per revo- 
lution. 


Chicago-Latrobe was asked to 


Get your copy o { 
C-L catalog ol \ 
60. Circle 
number, write 
direct, or ask 
your C-L 
distributor. 

Cc 60 
shows all prices. 


3 DIA. HOLE DRILLED 
THRU 3 OF STEEL IN 
JUST 52 SECONDS! 


produce a drill for this demonstra- 
tion. C-L engineers recommended 
the regular Type 110 High Speed 
Taper Shank Drill—special in length 
only. 

Unbelievable strength is required 
for a twist drill to do a job like this, 
and C-L’s exclusive method of pro- 
ducing large diameter drills made 
the Carlton demonstration possi- 
ble. Chicago-Latrobe drills are man- 


CHICAGL 


A Chicago-Latrobe Service Engineer checks drill per- 
formance with Carlton operator. This C-L service is 
available to all drill users. Ask your C-L Distributor. 


ufactured from grooved stock— 
rolled to exact specifications; twisted 
to the correct helix; with the flutes 
and lands precision milled. This 
method gets the most from the steel 
—added torsional strength, maxi- 
mum rigidity, minimum disturbance 
to its molecular structure. Specify 
Chicago-Latrobe for your tough 
jobs. Chicago-Latrobe products are 
sold by industrial distributors. 


“LATROBE 


DRILLS « REAMERS ¢ END MILLS +» COUNTERSINKS « COUNTERBORES 
SPECIALS + CARBIDE TOOLS «+ “LO-TORK" CHIP BREAKER DRILLS 


425 WEST ONTARIO ST., 
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CHICAGO, 


ILL. 


the entire chain of command. 
Here is the final set-up, which 
was approved by top manage- 
ment and is now in full operation: 


© The committee evaluates and 
determines the course of action 
on each suggestion. 


@On major suggestions, the 
committee gathers all relevant 
facts and figures and submits a 
report for decision to a Manage- 
ment Committee member. 


®On other suggestions, the 
committee refers directly to the 
department concerned. For ex- 
ample, where tooling is a major 
factor, it will go to industrial en- 
gineering; a specification change 
will go to product engineering. 


©The committee puts each 
project into these priority cate- 
gories: 

(1). Higher dollar value—proj- 
ect is top priority. 

(2). Simplicity of placing into 
effect—adopt immediately. 

(3). Lower dollar value. 

(4). Recommend dropping. 

The committee assigns projects 
(with a target date) to the proper 
departments, through committee 
representatives. Representatives 
follow up and report on the proj- 
ects at each meeting, usually by 
means of a summary of projects 
completed. A copy of this report 
goes to each member of the Man- 
agement Committee. 


@ Committee members conduct 
new project sessions. As team 
captains, their jobs are to pick 
members for a particular session 
from the various departments. 
Projects sessions are held three 
hours daily until completed. This 
system allows the committee to 
keep as many as ten projects 
going at a time. 

@®Team captains submit the 
necessary information to Indus- 
trial Engineering for appropria- 
tion requests to cover tooling and 
other special equipment. 

Purchasing plays a key role in 
Pfaudler’s VA program, accord- 
ing to company officials. Purchas- 
ing Agent Joseph F. Kuder, who 
is only a part-time committee 
member, of course, is the natural 
liaison between the committee 
and vendors in the matter of im- 
proving components and reduc- 
ing their cost. 

Together with other commit- 
tee members ‘he sets up inter- 
views with salesmen, arranges 
plants tours to familiarize sales- 
men with products, and super- 
vises a lobby display of products 
that’s designed to stimulate visi- 
tor’ suggestions for improvements. 
Although, it’s still too early to re- 
port on the payoff, the program 
has already changed company 
thinking to the extent that basic 
decisions are being significantly 
influenced by VA considerations. 

To take one example: The blue- 
print for a new Pfaudler machine 
is now undergoing committee 
scrutiny with an eye for any 
changes in design that could cut 
costs. Only after this analysis has 
been made will the prototype be 
be set up. 

Both with new and existing 
products, the articles will be 
broken down into components 
and the most expensive of them 
examined—first to see whether 
labor or material is accounting 
for the cost, and then to deter- 
mine what can be done. 
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Personal Contact With Vendors Pays Off for New Haven P.A. 


New Haven, Conn.—MB Elec- 
tronics operates on the theory 
that better buyer-seller relations 
pay off in a big way—and has set 
up a well-organized program that 
proves it. 

Key to the entire relations pro- 
gram: getting to know vendors 
personally. 

MB spends some $3.5-million 
a year on purchases, and MB 
officials point to a $75,000 
annual saving in purchasing, di- 
rectly attributable to the im- 
proved relations with its sup- 
pliers. 

MB makes precision testing 
equipment, vibration simulators, 
and meters, for aircraft manufac- 
turers. Because the entire air- 
craft industry is subject to daily 
technological changes, so too is 
MB. Delivery schedules must be 
to the day. In some cases a de- 
sign change will force a produc- 
tion change during the middle of 
a production cycle. Yet the re- 
vised component that MB must 
buy has to be a quality piece. It 
has to be delivered fast. And it 
has to be an economic purchase. 

In short, MB has learned that 
it has to trust its vendor just as 
our parents trusted the local 
butcher. There is no “super 
market” buying of precision com- 
ponents for MB. 

If time does not permit design 
study and price negotiation, MB 
simply signs a contract with a 
trusted vendor. And the vendor 
comes up with the best product 
at the best price. But this blind 
buying is only possible because 
MB knows its vendors. 


From Picnics to Policy 


Purchasing Agent Carl Ver- 
derame started the ball rolling 
four years ago when he initiated 
annual picnics for MB buyers and 
local vendors—with the idea that 
bringing people together socially 
puts everyone in a better frame 
of mind to do business. True, 
there’s nothing exactly revolu- 
tionary in that —but what is new 
is the way the program blossomed 
out into a full-blown formalized 
company policy. Working to- 
gether with MB’s president, 
George H. Mettler, Verderame 
laid down these six command- 
ments for purchasing: 


@ A generous expense account 
for P.A.’s to relieve them from 
any sense of obligation to sales- 
men. 


@ Each company buyer has one 
full afternoon free, aside from 
routine interviews and duties, to 
call on vendors of his choice. 


@Every buyer must have 10 
years experience with the com- 
pany before entering purchasing. 


@Buyers must attend the 
yearly picnics to insure personal 
contact with MB’s vendors. 


@ Buyers must turn in monthly 
“purchase savings reports.” 


@ Survey teams are periodically 
formed to check new vendors, 
stimulate cost savings, and to in- 
vestigate delinquent vendors. 


Verderame’s procedure for 
knowing vendors is almost a full- 
fledged value analysis program. 
His survey teams, usually made 
up of two buyers one production, 
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and one quality man, actually 
practice value analysis when they 
study how to improve compo- 
nents. Even contacts made dur- 
ing the yearly picnic boil down to 
value analysis breakthroughs. 

On one occasion Verderame 
met a vendor who was able to 
save him 15¢ on every valve by 
making a design change. MB 
buys 25,000 of these valves every 
year, so the vendor saved MB 
$3,700 annually. 

On another occasion, 
derame converted a 


Ver- 
$100- 


monthly outlay int 
monthly intake, simp! 
paper trash to a jun 
stead of paying a tr: 
haul it away and burn 
The details of \ 
purchasing procedure 
be confused with the 
statement of purcha: 
tion. MB’s policies, 
late department res} 
negotiations, and 1! 
other departments, a: 
less routine and gene 
rame’s SOP is geared 


$80- 
selling 
iler in- 
nan to 


erame’s 
not to 
mpany’s 
func- 

ich regu- 
sibilities, 
itions to 
more or 
il. Verde- 
directly to 


improve purchasing’s effective- 
ness through a better knowledge 
of the vendor. 

Verderame is a firm believer 
that nothing—not even an elab- 
orate and rigid list of vendor 
qualifications—can substitute for 
a thorough personal knowledge of 
suppliers if cost savings and de- 
livery schedules are to be effec- 
tive. As far as he’s concerned, 
friendship with the vendor can 
only be stopped by a production 
line stoppage. 


Because Verderame’s_ eight 


buyers are all experienced men, 
and because they have all man- 
aged to find out who their vendor 
really is, Verderame foresees the 
possibility of a new improve- 
ment for MB based on the 
progress already made. He hopes 
to set up a program of standard- 
ization that will benefit both sup- 
plier and buyer. Right now the 
standardization program is only 
in the idea phase, but both engi- 
neering and purchasing are con- 
vinced that something definite 
can be done. 


Your man at American =A/R 


Fleet Loading Specialist takes pride in the 
proper care of your air shipment. 


The Fleet Loading Specialist has an important job. 
One of the most important at American AIRfreight. 
Actual, physical handling of your airfreight is his 
specialty. He moves your shipment from receiving 
dock to aircraft. He uses the most modern materials 
handling equipment. Every foot of the way, his pre- 
cautipns and skillful handling of your shipments in- 
sure maximum protection whenever and wherever 


you ship AIRfreight. 


The loading specialist is an expert among experts: 
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freight 


Each member of the AIRfreight team is skilled in 
the swift and dependable movement of airfreight. 
That’s why shipments on American AIRfreight have 
more assurance of leaving on time, arriving on time 
and getting there in good condition. 

Keep yourself abreast of the latest developments 
in airfreight. Write American Airlines AlRfreight, 
100 Park Avenue, New York 17, N. Y., for a free 
subscription to ““AIRfreight Manifest.” 


AMERICAN AIRLINES 


America’s Leading Cargo Airline 
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Washington—Last week a group of 16 
Safeway store buyers gathered in a con- 
ference room here to listen to a series of 
tape recordings. They heard the voices 
of salesmen and food brokers making 
their pitch—to get new products on Safe- 
way shelves. For most of the salesmen, 
it was the first time their voices had 
penetrated the inside of the buyers com-~ 
mittee room. 

The occasion: the first in a series of 
weekly experiments by Safeway’s Wash- 
ington Div. aimed at: 

(1) Speeding up the buying commit 
tee’s work. 

(2) Stepping up efficiency in select- 
ing new products. 

(3) Putting the salesman “back into 
selling” by eliminating the interviewer 
who customarily hears the pitch and re- 
lays it to the committee at its Friday 
meeting. 

“When I broke into this business 28 


years ago a buyer had everything at his 


fingertips,” said Safeway’s Washington 
Div. Manager J. A. Anderson. Now. 
chain buying committees do most of the 
purchasing. 
dollar volume of food purchased in the 
U. S. is done through buying committees, 
estimates Watson Rogers, president of 
the National Food Brokers Assn. 

Salesmen do not have to make the 
tapes if they don’t want to. They can 
still go through the interviewer. But most 
salesmen and food brokers appear en- 
thusiastic about the plan. “It’s the op- 
portunity of a lifetime to get to the men 
who make the sales decisions,” says 
Charles Steinhauser, a frozen food broker 
from Baltimore. 


Mike Fright Is Worry 


Some salesmen are hesitant. A major 
worry: mike fright. Also: Will Safeway 
be snowed under with tape recordings? 
Some salesmen wonder. 

To offset the first worry, Safeway 


Automatically soldered 
printed circuits are substituted for a 
maze of wires and relays in the in- 
strument panel of the 1960 Mercury. 
This is another example of the use of 
tin-lead solder to help reduce elec- 
trical failure and simplify service. 


Tin cuts bacteria 80% on 
hospital floors—according to Colum- 
bia University research on the organo- 
tin compound tributyltin oxide (TB- 
TO). Certain other compounds from 
nontoxic tin salts can become power- 
ful biocidals, rivaling DDT as insecti- 
cides. Tanners use them as disinfect- 
ants; paper mills as slimicides and 
antimold-growth | agents, in, water 
systems. * 

Tin replaces chromium as . 
a coating for trumpet valves and 
trombone slides. The antifriction alloy 
of tin and nickel has @ high degree of 
lubricity, reduces excessive wear. 


Architects are rediscovering the 
tin roof .. . century-old terne roofing 
is making a comeback as an econom- 
ical, corrosion-resistant and fireproof 
covering. Terne, tinplated steel sheets, 
offers permanent protection. Lighter 
than other metal roofing, it ends need 
for special load-bearing substructures. 
Tensile strength is high; no cracking 
or creeping with climate changes. 


Write today for more 
data on these items or 
for a free subscription to 
TIN NEWS—a monthly 
bulletin on tin supply, 
prices and new uses. 


The Malayan Tin Bureau 


UNIFORM 


Fine Seamless 
TUBING 


wit sive 


©” Write for your copy of 
Uniform Tubes’ new catalog 
which describes fine seamless 
tubing in sizes down to .005” 
O.D., made from a broad 
> Trange of ferrous and non- 
ferrous metals and alloys; 
4, their properties and appli- 
cations. 


Featured are seven different 
alloys of aluminum including 
Uniform Tubes’ exclusive 
high-strength UT58 alloy; 
aluminum alloy instrument 
pointer tubing; copper alloys, 
including Beryllium Copper 
(Beryleo 25); precious 
metals; glass-to-metal seal- 
ing alloys; nickel and nickel 
alloys; the stainless steels, etc. 


Also featured is Uniform 
Tubes’ complete fabrication 
service for production of pre- 
cision tubular parts to spec- 
ification. (Several cost-cut- 
ting examples are pictured 
and described, to illustrate 
the broad capabilities of U.T. 
facilities and ‘“know-how.’’) 


Ask for Bulletin 60. 


Oorrabo smz 


UNIFORM TUBES, 


INC. COLLEGEVILLE 2, PA 


HUxley 9-7276 
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In fact, 75% of the total | 


Safeway Buyers Get Tape-Recorded Sales Pitch 


ws salesmen to make their own tapes 
d mail them in. Or, if they wish, they 
1 telephone in a spiel, which is then 
corded for them by Safeway. 

lo avoid the “snowed under” hazard, 
| pitches are limited to new products. 
irthermore, they cannot exceed two 
inutes. 


Ground Breaking Meeting 


How will the tape recorder put a prod- 
uct on the road to Safeway’s shelves? 
PURCHASING WEEK got an insight at last 
Friday’s ground-breaking meeting: 

Borden’s new clam and lobster cream 
cheese was up for consideration. Two 
containers, open for tasting, began mak- 
ing the rounds of the table in opposite 
direction. Milton Thomas, Safeway’s 
grocery supply manager, played a one- 
minute recording of a Borden salesman 
speaking about the virtues of the new 
product, suggested retail price and profit 
margin, appearance, acceptance in other 
outlets. 


Reaching a Decision 


At the end of the spiel, Thomas flicked 
off the recorder and asked for comments. 
At the same time, he started a couple of 
containers circulating around the table for 
tasting. 

“Twenty percent profit margin isn’t 
enough,” commented one committee 
member. 

“How about advertising?” asked an- 
other. 

“That 20% margin is about par for 
the course,” came a reply. 

*“O. K. let’s put it in.” 

The committee turned to the next item 
on the tape, a new Pillsbury bread mix. 
Freshly cooked samples were distributed. 
The tape recorder was flicked on 
again... 


Answers To 
Strategy Games 


On Page 20 


1. Solution to the Pay Raise Game. 
As Bill Shea, your decision should 

against asking for a raise. Here’s what 

your pay-off matrix should look like: 

In this case, Shea doesn’t ask for a 
raise, because the cost to him if Smathers 
refuses is very high—he stands to lose 
$2,000 if he goes for broke. This game 
shows that when faced with possibility of 
a big loss, the wisest course to follow is 
to play to break even. 


Smetners 
Recommends Deesn}- 


g 2,0ee¢ 
+ 


Asks ®) 000 #2 cco 
Shea 


Does n '+ 


re) lobe 
42,000 OF 

Shea wins the safest amount ($0) if he 

doesn’t ask for a raise; and Smathers 


keeps him on the job at no salary in- 
crease ($0). 


4 Soo 


ll. Higher Stakes Game Answer. 
Gompertz should stick with Burpsi- 
Cola. This is the course that will net him 
the most against the uncertainty of the 
Fizzle offer. Here’s how. the matrix looks. 
Fizzle 
Inakes offer _Doesni4 


Yo00|%  Ho* 


4 
= 1,000 |4) 000 


"3, ese For 
Here the sanest solution is again the 
conservative one. That’s because game 
theory makes the best out of possible los- 
ing situations. 
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to put you in direct contact with the manv- 
facturers whose wide variety of production 
is available to you. An accurate plant by 
plant, machine by machine study has been 
made and electronically tabulated by 
Northern Natural Gas Company and other 
natural gas utilities serving the 5 Northern 
Plains States. Qualified producers are 
being referred to industry quickly and 
without obligation. 


To utilize this service write Randall Klemme, 
Vice Pres., Northern Natural Gas Company, 
Omaha 1, Nebraska, or call 34 6-7600 


This Unique Service Is Yours...Simply For the Asking 
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SERVING THE NORTHERN PLAINS 


NORTHERN NATURAL 
GAS COMPANY 


GENERAL OFFICES: OMAHA, NEBRASKA 
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Industry News in Brief 


Pfaudler Builds Furnace 


Rochester—The largest U.S. 
gas furnace for making glassed- 
steel equipment will be built as 
part of a multimillion addition to 
the Pfaudler Co.’s manufacturing 
facilities here. 

The furnace, to cost $350,000 
will be 75-ft. high and will be able 
to handle up to 50 tons of chem- 
ical processing equipment. 


Chemical Firm Expands 


Pittsburgh — Columbia-South- 
ern Chemical Corp. plans to 
expand its capacity in chrome 
chemicals with a new $1-million 
plant in Corpus Christi, Texas. 
The new facility will complement 
present chrome chemicals plant 
in Jersey City. 

The chemicals manufactured 
from South African ore are used 
in leather tanning, chromium 
plating, paints, and as corrosion 
inhibitors. 


Corning Glass to Build 


Corning, N. Y. — Corning 
Glass Works has announced plans 
to build a specialty glass works in 
Danville, Va. 

Construction will begin about 
the first of the year on an 89-acre 
site with manufacturing operation 
scheduled to start early in 1962. 
Production emphasis will be 
placed on silica glass for labora- 
tory apparatus and _ industrial 
equipment and glass used by the 
electronics industry. 


APECO Forms Subsidiary 


Evanston, Il.—Summit Office 
Products, Inc. has been formed 
as a new subsidiary of American 
Photo Equipment Co. to push the 
sale of photocopy paper and other 
APECO products to companies 
under private label agreements. 


Smith to Expand 


Milwaukee — A. O. Smith, 
manufacturer of steel products, 
will build a $2-million advanced 
research center at Middleton, 
Wis., for product improvement 
and development work. 

Research activities in the new 
facility are scheduled to begin by 
the middle of next year. The new 
center will be the second research 
location for the company. It now 
operates a seven-story research 
building at its Milwaukee plant 
site. 


Sanders Buys 


Nashua, N. H.—Sanders Asso- 
ciates, Inc., producers of elec- 
tronic systems, has announced 
the acquisition of a building in 
the Burlington, Mass., industrial 
park. 

A company official said the 
50,000 sq. ft. Burlington facility 
will help the company reach its 
forecast $25-million sales figure 
for this fiscal year and $40- 
million for next year. The new 
site is part of a $2-million ex- 
pansion program. The firm re- 
cently acquired a site in Plain- 
view, L. I. 


Carbon Black Plant 


Houston—Continental Carbon 
Co. will build the first carbon 
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black plant on the West Coast 
at Bakersfield, Calif. 

The $4-million plant will have 
an annual capacity of 50-million 
Ib. of carbon black. 


U. $. Gypsum Opens Plant 


New Orleans — The United 
States Gypsum Co. has opened its 
first lime plant in this area. 

The new plant uses clam shells 
dredged from Lake Pontchar- 
train, which are converted into 
lime products for paper, oil, alu- 


minum, petrochemical nstruc- 
tion and road buildin; lustries. 


Y & T Builds 


San Francisco—Y al: & Towne 
Mfg. Co. has begun construction 
of a $300,000 sales and service 
center for industrial lift trucks at 
San Leandro, Calif. 

The new 26,000 sq. ft. facility 
will be Bay Area sales head- 
quarters for the firm’s materials 
handling division and regional 
parts depot. 


Huck Forms New Div. 


Detroit—Huck Mfg Co. has set 
up a new marketing and manu- 
facturing division to produce 
close tolerance cold headed and 
roll formed parts on special order. 

The Special Products Div. will 
capitalize on engineering know- 
how developed by the firm during 
the past 20 years in producing 
close tolerance fasteners for a 
wide variety of applications. 


M-H Set to Produce 


San Francisco — Minneapolis- 
Honeywell Regulator Co. is com- 
mitted to produce and deliver 


$51-million worth of EDP sys- 
tems next year. 

The firm will deliver the first 
new Honeywell 800 all transistor- 
ized medium scale system next 
month to the Associated Hospital 
Service of New York and the 
American Mutual Liability In- 
surance Co. of Boston. 


Iron Powder Plant 


Niagara Falls, N. Y.—A $1.5- 
million iron powder plant will be 
constructed here by Pyron Co., 
unit of Amco Div. of American 
Metal Climax Inc. 

The plant is expected to triple 
Pyron’s capacity. 


THERE IS A DIFFERENCE IN PIPE FITTINGS 


S00dene 


STOCK NOW... 


COAST TO COAST 


It’s one thing to catalog a complete 
line of long-tangent fittings . . . it’s 
another to have them ready to ship to 
your plant—when you need them. 
Speedline engineering and manufac- 
turing experience has “standardized” 
production on even the most special- 
ized fittings . . . including eccentric 
reducers, reducing tees and crosses .. . 
making it possible to maintain exten- 
sive inventories both at the factory 
and in the field. 


A Speedline distributor is prepared to 
give delivery-from-stock on stainless 
steel fittings . . . including Carpenter 
20... for every process piping require- 
ment. He can also assure prompt 
service on Speedline fittings in alumi- 
num, titanium, zirconium, Hastelloy 
and other special corrosion-resistant 
alloys. 


Leading plants have proved there is a 
measurable difference with Speedline 
fittings . . . the only complete line of 
long-tangent fittings available from 
distributor stocks. Let a Speedline 
distributor prove the difference Speed- 
line experience and ready availability 
can make at your plant. 
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Welder 


Takes Minimum Space 


Welder available in 3 mod- 
els (300, 400, and 500 amp.) 
uses minimum space. Units, 
28-in. x 24-in. x 30-in., can 
be stacked 3-high, racked, or 
contained under work bench. 
Available for 230-v. and 
460-v. operation with or 
without capacitor. 

Price: $347 (500 amp. 
model). Delivery: immediate. 

A. O. Smith, Welding 
Products Div., Milwaukee 1, 
Wis. (PW, 11/14/60) 


Press 
Mounts Specimens 


Mounting press molds 
transoptic materials or bake- 
lite (powdered or premolded) 
for 1-in. and 14%4-in. mounts. 
Instrument has center ejec- 
tion and automatic mold base 
retraction. 

Price: $320. Delivery: im- 
mediate. 

Buehler Ltd., 2120 Green- 
wood St., Evanston, Il, (PW, 
11/14/60) 


Pyrometer 
Measures Temperature 


Optical brightness pyrome- 
ter gives automatic, continu- 
ous, non-contacting tempera- 
ture measurements in ranges 
600C-3,700C and 1,100F- 
6,700F. Output is suitable 
for recording and control. 

Price: $3,300 to $3,800. 
Delivery: 60 to 90 days. 

Instrument Development 
Laboratories, Inc., 67 Me- 
chanic St., Attleboro, Mass. 
(PW, 11/14/60) 


Here's your weekly guide to... 
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Furnace 
Gives Precision Heating 


Furnace chamber, designed 
for diffusion of silicon and 
germanium, sintering of metal 
parts, and firing of ferrites, 
titanates, etc., is divided into 
three zones of automatic con- 
trol. Stoker feed rate of 
pusher is %2-in. to 5-in./hr. 

Price: approx. $9,000. De- 
livery: 3 wk. 

Lindberg Engineering Co., 
2450 W. Hubbard St., Chi- 
cago 12, Ill. (PW, 11/14/60) 


Inspection Powder 
Uncovers Flaws 


Powders for wet bath die 
penetrant inspection replace 
pastes. After preparation, 
easy-to-handle materials 
won't cake, require no stir- 
ring, and have an indefinite 
storage life. Four fluorescent 
materials are available with 
oil or water base. 

Price: 30¢ to 50¢ gal. (af- 
ter preparation). Delivery: 
immediate. 

Magnafiux Corp., 7300 W. 
Lawrence Ave., Chicago 31, 
Il. (PW, 11/14/60) 


Solvent 
Safe Cold Cleaning 


Chlorothene Nu solvent, 
least toxic of chlorinated 
products, is safely used in 
cold cleaning operations, and 
offers better solvency for a 
broad spectrum of soils. High 
evaporation rate cuts drying 
time. 

Price: approx. $1.75 gal. 
Delivery: immediate. 

The Dow Chemical Co., 
Midland, Mich, (PW, 11/14/ 
60) 


Cleaner 
Works on Metals 


Solution cleans steel, stain- 
less steel, copper, brass, 
nickel, and magnesium. It 
gives heavy-duty action with- 
out developing scum. Rinse 
leaves parts dry without 
streaking or visible films. 

Price: approx. 20¢/Ib. 
Delivery: immediate. 
Wyandotte Chemicals Corp., 
Wyandotte, Mich. (PW, 11/ 
14/60) 
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Cutting Fluid 
Mixes With Water 


First synthetic cutting fluid 
of 8% sulfur and chlorine to 
mix with water works on 
heavy-duty machinery. For 
steel products only, it is easy 
to see through and easy on 
hands. 

Price: 23¢/lb. Delivery: 
immediate. 

E. F. Houghton & Co., 
303 West Lehigh Ave., Phil- 
adelphia 33, Pa. (PW, 11/ 
14/60) 


Testing Chamber 
Wide Temperature Range 


Testing chamber creates 
temperature range from 
—150F to +250F. Net test 
area of i4-in. x 14-in. x 
14-in. contains interior lights, 
fin coil, and blower with heat- 
ers for high temperatures. 

Price: approx. $2,000. De- 
livery: 3 to 4 wk. 

Cincinnati Sub-Zero Prod- 
ucts, 3930 Reading Rd., Cin- 
cinnati 29, Ohio. (PW, 11/ 
14/60) 


Coatings 
Indicate Temperature 


Temperature indicating 
coatings are available in 
spray-can packages. 40 sys- 
tematically spaced, tempera- 
ture ratings cover a range of 
100F to 659F. Good for 
coating large surfaces or light 
coating of small areas. 

Price: $5. Delivery: imme- 
diate. 

Tempil Corp., 132 W. 
22nd St., New York 11, 
N. Y. (PW, 11/14/60) 


Ultrasonic Cleaner 
Self-Tuning 


High-power ultrasonic 
cleaner operates continuously 
without attention, tuning or 
adjustment. Generator (1 K.) 
may drive either of two tanks 
equipped with an array of 
immersible transducers. Spe- 
cial tanks are available. 

Price: from $2,790 (32 
gal. tank). Delivery: immedi- 
ate. 

Powertron Ultrasonics 
Corp., Patterson Pl., Roose- 
velt Field, Garden City, N. Y. 
(PW, 11/14/60) 


———— This Week’s 


Another PURCHASING WEEK service: Price and 
delivery data with each product description. 


Product Perspective 


NOVEMBER 14-20 


YESTERDAY’S “REVOLUTIONARY” METAL-FINISHING TECH- 
NIQUES are becoming the production tools of today. The recent American 
Metals Society’s show in Philadelphia proved that new concepts—such as air- 
less spraying and ultrasonic cleaning—are really catching on. These new tools 
are designed to do a better job for less money. The profit-minded com- 
pany can’t afford not to investigate and see where they will fit into company 
routines. 

Here are some trends to watch closely: 


® PAINTING. Airless spray has taken hold—and almost all major equip- 
ment makers now market a full line. Uses to date have been chiefly for 
covering mass areas and putting on primer coats—mainly because the tech- 
nique wouldn’t give the really fine finish needed for top coats. But with 
manufacturers now hard at work to refine spray nozzles to give fine mist 
finishing jobs—took for airless units capable of handling all painting jobs to 
hit the market within the year. 


Spray guns able to handle two-part formulas (epoxies, foams, etc.) are 
getting increasingly flexible and cheaper in price. With the new units it’s 
a minor job to change the resin-to-catalyst ratio to handle a variety of 
materials with the same gun. Equipment is available to handle formulas 
with a setting time as low as two seconds. 


Electrostatic paint manufacturers continue to refine their wares. Latest 
entries: a unit that automatically paints articles of different sizes (Ransburg 
Electro-Coating Corp.) and a hand gun that takes only 200 watts on 110 v 
circuit (Eclipse Air Brush Co.). Basic conditions for installing electrostatic 
equipment as advanced by one maker include: average yearly paint con- 
sumption of over $10,000 on one product line or conveyor, low electrical 
conductivity paint, and electrically conductive product. 


@ ULTRASONIC CLEANING. Everybody and his brother seems to be 
making ultrasonic units—choice of suppliers now ranges over a dozen 
companies. Newest developments: self-turning cleaners require no setting 
(Powertron Ultrasonics), immersible transducers that eliminate the need to 
buy special cleaning tanks (General Instruments). A user can now buy an 
ultrasonic generator and separate transducer. The transducer is put into 
any existing cleaning tank, then attached to the generator by a simple cable. 


Ultrasonic equipment makers expect business to boom. They claim in- 
stallations are now going from the electronic specialty manufacturers to such 
industrial giants as General Motors and Ford. Westinghouse, which has 
quietly handled an ultrasonic cleaning line for over two years says that the 
line is now going to get a major push. 


@ HEATING. General Electric has un- 
veiled a brand new method of heat treat- 
ing metals. Called the “fluidized bed” &. 
process, the furnace uses heated particles | 
of sand—kept in rapid motion by a steady 
flow of air—to treat the metal. The part 
undergoing treatment is lowered into the 
swirling mass—which resembles a liquid 
more than a solid (hence, the name 
fluidized bed). 

Heat transfer rates are roughly equiva- 
lent to lead or salt baths, giving up to 
85% faster heating than forced convec- 
tion or radiation furnaces. The same ™™ — 
set-up also can be used for quenching by replacing the heating element with 
a cooling unit. The fluidized bed furnace takes up the same or less space 
as conventional equipment—but it kicks off a lot less heat. Price will range 
up from about $20,000 for a 1 kw all-electric unit with a 1 cu. ft. usable work 
area. 


e Mark another entry into the heat sensitive crayon and paint business. 
The newcomer, Curtiss-Wright, joins Markal and Tempil. Several com- 
panies now offer magnetic and dye penetrant inspection powders that can 
be used on equipment made by other manufacturers. 


@ Hats off to American Metals Society for coming up with the best time- 
saver badge yet to appear at a trade show— it will probably be the industry 
standard before long. The badge takes the form of a plastic addressing plate 
containing the wearer’s name, address, and position. The plate is worn in a 
transparent plastic lapel badge—removed and placed in the inquiry printer 
when more information is desired. 
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Your Guide to New Products (Contin 


ued from page 31) 


Pyrometer 
Works 100 ft Away 


Automatic, 2-color pyro- 
meter, sensitive to radiant 
energy and free from emis- 
sivity effects, has temperature 
limits of 1,000F-6,500F or 
550C-3,600C. Operates as 
close as a few inches or as 
far away as 100 ft. from the 
object. 

Price: $2,500. Delivery: 4 
wk. 

Shaw Instrument Corp., 
1001 Lloyd Ave., Latrobe, 
Pa. (PW, 11/14/60) 
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Ever notice homogenized milk—its clean 
uniformity? Sylvania engineers have taken 
the same principle and applied it to light. 
They have homogenized the phosphors in 
fluorescent tubes. And the result? Greater, 
more uniform brightness! 


This is one reason: why Sylvania fluores- 
cents deliver up to 14% more light than 
other brands, Consistently! In maintained 
brightness alone every 100 Sylvania tubes 
give you as much light as 108 ordinary 
fluorescents! Hour after hour after hour! 


Sylvania fluorescents last longer, too. Most 
fluorescents have soldered tube-to-base 
points. Sylvania welds them. Corrosion 
problems are eliminated, replacements 
reduced, maintenance costs cut! 


Insured to perform better! And only 
Sylvania fluorescents are backed by the 
exclusive Sylvania Light Insurance Policy.* 
Your greatest assurance of lower TCL 
(Total Cost of Lighting), which means 
cost of lamp plus power plus maintenance. 


Let your Sylvania representative show how 
you can get more light for less money. Call 
him, or write us: Sylvania Lighting Products, 
a Division of Sylvania Electric Products Inc., 
Dept. 46, 60 Boston Street, Salem, Mass. In 
Canada: Sylvania Electric (Canada) Ltd., P.O. 
Box 2190, Station “O,” Montreal 9. 


*“If at any time a Sylvania Fluorescent lamp 
fails in your opinion to provide better per- 
formance than any other brand fluorescent 
lamps, on the basis of uniformity of per- 
formance, uniformity of appearance, main- 
tained brightness and life, it may be re- 
turned to the supplier for full refund of 
purchase price.” 


Subsidiory of GENERAL TELEPHONE & ELECTRONICS ‘&s) 
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this new brighter light... 


Spray Gun 
Sprays 2-Part Resins 


Gun sprays foam and 
epoxy combinations with 
setting times down to 2 sec. 
Catalyst-resin ratios are 
easily changed. Portable unit 
is on wheels. Flow adjusts 
from spray to pour. 

Price: approx. $4,200. 
Delivery: immediate. 

Binks Mfg. Co., 3114-44 
Carroll Ave., Chicago 12, Ill. 
(PW, 11/14/60) 


Product Briefs 


Batch reaction vessel heats 
high-purity preparations such as 
pharmaceuticals, foods, and fine 
chemicals. 10 and 20-gal. Pyrex 
flasks fit into the one aluminum 
trunnion frame with a change of 
support rings. Heat input is sup- 
plied in zones, preventing heating 
of the bare walls above the liquid 
level. Glas-Col Apparatus Co., 
711 Hulman St., Terre Haute, 
Ind. 


Corrugating starch is produced 
by flash drying for greater uni- 
formity of particle size, composi- 
tion, and moisture content. The 
process gives corrugators more 
uniform adhesive paste, faster 
dispersion, heavier-bodied ad- 
hesive, and more uniform board. 
Industrial Div., Corn Products 
Sales Co., 10 E. 56th St., New 
York 22, N. Y. 


Microwave receiver-transmitter 
provides broad-band communica- 
tions for high-speed data transfer, 
as well as telephone and teletype- 
writer message transmission. 
12,000 megacycle unit provides 
100 mw of power input and can 
be used both with directly 
aimed dish antennas and tower- 
mounted, passive reflector con- 
figurations. Motorola Inc., Com- 
munications Div., 4501 W. 
August Blvd., Chicago 51, Iil. 


Phenolic varnishes eliminate 
mold cooling cycles and permit 
low pressure operation. With 
shorter press time and reduced 
pressures, finished resin-impreg- 
nated materials such as paper, 
canvas, asbestos, or glass fabrics 
show no sign of blister or warp- 
age. Colab Resin Corp., Tewks- 
bury, Mass. 


Magnet systems with individ- 
ually adjustable and replaceable 
poles and pole faces allow maxi- 
mum variation of the magnetic 
field configuration. The labora- 
tory assemblies are insulated 
with class B materials and are 
calculated for continuous duty 
without additional cooling. M H 
D Research, Inc., 1571 Placentia 
Ave., Newport Beach, Calif. 


Bar hangers, adjustable and 
electro-galvanized for complete 
corrosion resistance, save installa- 
tion time in dry wall board and 
plaster construction. Nail-like 
prongs on each end plate permit 
quick mounting without nails. 
Rectangular cross-section of slid- 
ing double bars provides rigidity 
and strength for electrical fixture 
mounting. Steel City Electric Co., 


Pittsburgh, Pa. 
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Product Briefs 


d immersion heaters have 
ed heat transfer and 
1 properties. U-shaped 
available in 2 tube sizes, 
and 10-in. dia., heat or 
in at pumping temperature 
. and heavy oil in tanks for 
5 blending, or storage. 
retube capacity is 750,000 
.; 10-in. firetube, 1,250,- 
u/hr. Brown Fintube Co., 
“ron St., Elyria, Ohio 


fia Switch is pre-set to re- 
to acceleration forces up 
| G within a tolerance of 
' of setting. Miniature unit 
y one moving part—a steel 
id against a solid base by a 
n magnetic field. When an 
ng acceleration force ex- 
he magnetic force, the ball 
and closes an open electri- 
tact. Inertia Switch, Inc., 
'. 43rd St., New York 36. 


rescent concentrator line 
s high intensity light from 
ire, 4-w units. Concentra- 
pply up to 500 ft.-candles 
. to 5 in. or 100 ft.-candles 
in. White, yellow, blue, 
or black-light bulbs are 
le. Stocker & Yale, Inc., 
en St., Marblehead, Mass. 


noid valve of compact de- 
lay be used in any low- 
e control system. Prima- 
esigned to handle gas 
lustrial and commercial 
boilers and furnaces, the 
iay also be used as an elec- 
hecking device for vacuum 
and systems. Pipe con- 
is are %4-in. Automatic 
Co., Floram Park, N. J. 


-out table motors for steel 
plication are rated from 
to 5 hp. with base speed 
rpm. and 750 rpm. The 
units are suited for adjust- 
\ltage operation. Perma- 
lagnets replace main field 
‘Standard design. Westing- 
Electric Corp., Box 2278, 
rgh 30, Pa. 


ng machine is low-cost unit 
ting hard, brittle, friable or 
sensitive materials. Ma- 
has 6-in. < 12-in. table 
2'4-in. table traverse, and 
rossfeed. Thin diamond 
wheels are driven without 
on by a precision spindle. 
Co., Des Plaines, Ill. 


el units for finishing and 


Magnetic Powders 
Pinpoint Flaws 


Brighter colored powders 
quickly and accurately pin- 
point flaws under magnetic 
particle inspection. Bright 
red, yellow, and sparkling 
blue-black give maximum 
contrast. 

Price: 95¢/lb. to $1.20 
lb. Delivery: immediate. 

Sperry Products Co., 
Shelter Rock Rd., Danbury, 
Conn, (PW, 11/14/60) 


Spray Gun 
Works Hydraulically 


Gun sprays most epoxies, 
polyesters, and polyurethanes 
hydraulically. One trigger 
mechanism _ simultaneously 
controls entire mixing and 
dispensing process. 13 mix 
ratios are available with pre- 
selected cylinders. 

Price: approx. $3,500 to 
$4,000. Delivery: 4-6 wk. 

Gray Co., Inc., Mimne- 
apolis 13, Minn. (PW, 11/ 


14/60) 


SILICONE NEWS from Dow Corning 


Lubricants That 


Extreme Heat. At Erwin Mills textile plant, Coolee- 
mee, N. C., bearings on the shaft of a revolving drier 
operate in an ambient temperature of 300 F and meet 
hot steam entering through the shaft. Bearing lubrica- 
tion was reduced from an every-other-week job to a 
twice-a-year job with silicones. Silicone lubricants 
withstand heat up to 450 F . . . stay on the job where 
ever heat is a problem, such as oven conveyor sys- 
tems, exhaust fan bearings and heat sealing equipment. 


Extreme Cold. Silicone lubricants don’t turn stiff 
with cold. Even at 100 degrees below zero, they keep 
things rolling. For plastic and metal bearings in refrig- 
erators and household freezers . . . for conveyor bear- 
ings in commercial freezers and cold storage areas . . . 
silicones virtually assure lifetime lubrication. Silicones 
also provide an economical way to lubricate moving 
plastic parts on appliances and toys. Many silicone 
lubricants are practically colorless . . . won't soil 
hands or clothes. 


New brochure—all about silicone lubri- 
cants. Send for your free copy today. 
Address Dept. 7511. 


Caustic Contact. Dow Corning Valve Seal, a non- 
reactive valve lubricant, prevents sticking and leakage. 
One use: to assure ease of operation and proper sealing 
of valves on railroad tank cars carrying chemicals. In 
process plants, too, inert silicones coat the valve seal 
and mechanism . . . resist corrosion . . . assure a leak- 
proof seal that lasts. Another use: to keep bolt threads 
from binding at temperatures to 600 F, ease annual 
teardown of process equipment. 


Conditioning Chemicals. Rubber and bronze parts 
located in multi-port valves of water conditioning 
equipment made by Permutit Company are lubricated 
with a silicone compound. Highly water repellent, 
silicones assure long-lasting seals, won’t react with or 
contaminate chemicals passing through, won’t attack 
rubber, and protect bronze against corrosion. Silicone 
greases, oils and compounds are outstanding special 
purpose lubricants in new equipment designs and in 
the maintenance of production equipment. 


Dow Corning CORPORATION 


g both metal and plastic MIDLAND. MICHIGAN 


‘ange in size from 21-in. 
id 20-in. length to 30-in. ATLANTA BOSTON CHICAGO CLEVELAND DALLAS LOS ANGELES NEWYORK WASHINGTON, D. c. 
id 48-in. length. Models 
vith single or double com- 
nts. Tumb-L-Matic, Inc., 
rd, Conn. 
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Your Guide to New Products (Continued from Page 33) 


Device to Salvage 
Gold Is Offerec 
To Electroplater: 


Providence—Technic, Inc., a 
major producer of precious metal 
solutions, has unveiled a new de- 
vice designed for the salvaging 
of gold lost in the electroplating 
process. 

The unit, said to be the first of 
its kind for commercial use, con- 
sists of a pump and special resin 
trap with connecting hose. The 
approximate cost of the device, 
called Gold Saver, is $600—and 
it will pay for itself within three 
months, according to Frank K. 
Smith, Technic, Inc., company 
president. 


How It Works 


The Gold Saver unit is installed 
in a tank of water in which the 
plated item is dipped. The pump 
constantly circulates the tank’s 
water and the diluted gold solu- 
tion, carrying it through a con- 
tained column of resin. 

When the resin is completely 
saturated with gold solution, the 


GOLD SAVER reclaims metal lost 
during the electroplating process. 


gold may be reclaimed by the 
plater, a refiner, or by Technic 
through burning. 


Working on Other Metals 


The Gold Saver is designed for 
any acid or non-free cyanide 
golds. Smith said similar ion ex- 
change traps for cyanide golds, 
rhodium, palladium, and plati- 
num are also under development 
or test by the company it was 
announced. 

Technic introduced the unit in 
conjunction with its opening of a 
Plating Research Center at Provi- 
dence. 

The company’s facilities for 
research and development under 
laboratory controlled conditions 
are for use at no cost by com- 
panies with plating problems or 
projects a company official points 
out. 


Vapor Recovery 
Cuts Solvent Costs 


Vapor recovery system 
processes vapor-laden air and 
yields over one-half drum of 
solvent for every drum used. 
Cuts filling time for de- 
greasers to a minimum. Units 
available in 11 automatic and 
manual models. 

Price: $1395 (700 CFM) 
to $15,000 (5500 CFM). 
Delivery: 4-6 wk. 

VIC Mfg. Co., 1313 Haw- 
thorne Ave., Minneapolis 3, 
Minn. (PW, 11/14/60) 


WILL IT CUT COSTS AND 
IMPROVE PERFORMANCE? 
Molding this air conditioner vent 
decreased weight, eliminated costly 
finishing operations and reduced 
material cost. At the same time, 
possibility of rust, tarnishing or 
marring was minimized. 


Screw Feeder 
Handles Many Sizes 


Automatic screw feeder- 
driver adjusts to any diameter 
from #2 through #14. 
Motorized hopper holds up 
to a full day’s supply. Screws 
can be driven from up to 20 
ft. from the feeding mech- 
anism. 

Price: $1,485. Delivery: 
immediate. 

Parker-Kalon, Clifton, 
NJ. (PW, 11/14/60) 


Temp. Indicators 


Paints and Crayon Form 


Eighteen crayons allow 
rapid measurement of heated 
surfaces from 150F to 1240F. 
Thirty-six paints (for use 
when temperature distribu- 
tion covers a large area) give 
measurement range from 
104F to 2462F. 

Price: $2 each (crayon), 
$45 /lb. (pigment). Delivery: 
immediate. 

Princeton Div., Curtiss- 
Wright Corp., Princeton, N.J. 
(PW, 11/14/60) 


Finishing Machine 
Doesn’t Rotate 


Electromagnetic vibration 
provides abrasive action for 
barrel finishing. Machine ad- 
justs from light to heavy to 
suit the part and the work 
load. High-speed vibrations 
create fast honing action be- 
tween media and parts to re- 
duce time of work cycle. 

Price: $1,065 (100 Ib 
cap.) and $2,700 (300 Ib. 
cap.). Delivery: approx 8 
wk. 

Syntron Co., Homer City, 
Pa. (PW, 11/14/60) 


WILL IT IMPROVE PER- 
FORMANCE AT NO -.MORE 
COST? . * 
The re-design and custom-molding 
of this postal scale in high-impact 
plastics improved appearance and 
gained customer acceptance that 
was immediately reflected in in 
creased sales. : 


WILL IT CUT COSTS 

AND MAINTAIN QUALITY? 
This refrigerator control panel of 
custom-molded plastics lowered 
the cost of an intricate part by re- 
ducing assembly and finishing time 
while maintaining quality and per- 
formance 


Custom 


DECIDING To switcH tro MO|lded 


plastics 


“Without exception, the adoption of plastic parts over 
previously used materials is decided only if it makes possible 
a @ reduction in price, with the same quality; or @ an 
improvement in quality, with the price remaining constant; 
or a reduction in price and an improvement in quality 
at the same time.’’* 


Plastics are measuring up to these demands—in the skillful hands of 
the custom molder. Well-known as a mass producer of molded parts and 
products, the custom molder is much more. He knows the design limits 
of the many plastics. He can recommend the best formulation for the 
job. He can engineer the design to capitalize on the inherent advantages 
of plastics materials and the efficiencies of plastics manufacturing. He 
builds the master molds to fine tolerances. He turns out plastics parts 
with unusually consistent quality, at rates to meet the tightest sched- 
ules and budgets. 


Monsanto, as a leading plastics materials supplier, keeps the custom 
molder supplied with molding formulations of Monsanto Polyethylene, 
Lustrex® Styrene, and Opalon® Vinyl, specially developed and constantly 
perfected to meet the widening range of design requirements. Monsanto 
has also prepared a special report that can help you decide how custom- 


molded plastics can work best for you. For your free copy, mail the coupon. 
*As reported by a leading newspaper. Reprints on request. 


Monsanto 


MONSANTO activator in PLASTICS 


MONSANTO CHEMICAL COMPANY 
Plastics Division — Room 790 
Springfield 2, Massachusetts 


Please send me a free copy of “‘How To Buy Custom Molded Plastics.”” 
Name 


Title 


Firm 


Address. 


City __.Zone State. 


~--------------4 
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U.S. Rubber Develops 


New Technique in Foam 


New York—vU. S. Rubber Co. 
has come up with a “cheap and i 
fast” method for making foam 
rubber from synthetic. 

The new technique, described 
as “chemical agglomeration,” 
quickly raises the rubber solids 
content of synthetic latex to a 
point where it can be used in 
foam production. 

The method overcomes the 
tendency of synthetic latex to 
take on the consistency of putty 
rather than the necessary free- 
flowing state at two-thirds solid 
rubber content required for con- 
version to foam. 

Key to the new chemical tech- 
nique is polyvinyl methylether, 
which causes the rubber particles 
in the latex to cluster, or ag- 
glomerate, into larger particles. 

Latex foam so produced is 
equivalent in quality to natural 
latex foams, U. S. Rubber said, 
and it is now in use as 100% re- 
nlacement for natural rubber in 
foams. 


Where Can | Buy? 


Some products are easy to 
locate, others difficult. Perhaps 
you can help one of our readers 
who knows exactly what he wants 
but doesn’t know where to get it. 
And keep in mind that you can 
make use of this PURCHASING 
WEEK Service at any time. 

While you are answering our 
reader's request, would you also 
send us a carbon copy of your 
answer? 

“We have been endeavoring 
to get a fastener device that is 
commonly called a ‘one-way 
screw.’ One can put it in with a 
screwdriver, but it cannot be 
taken out.” 

Roy A. McDonald 

Stock Clerk 

Dept. of Buildings and Grounds 
Fresno State College 

Fresno 4, Calif. 


Silvercoated Boxboard 


Chicago — Wyerhauser Co. 
has developed a new silvercoated 
boxboard that masks stains that 
might penetrate to the outer sur- 
face of containers holding oily 
or greasy products. 

The boxboard’s satin finish is 
imparted by an aluminum pig- 
ment which is highly recevtive to 
all normal printing inks and re- 
produces offset and letter press 
imoressions equally well. The 
silver-toned board also evidenced 
excellent results with high gloss 
inks, and displays the same 
deoree of scoring ease as that of 
conventional board. 


Your Guide to New Products (Continued from page 35) 


Welder 
Uses Small Wire 
Welder’s automatic wire 
féeder.. uses small electrode 
wires from .020-in. to .045- 
in. dia., permitting low cur- 
rent (30 to 200 amp.) and 
low voltage (15 to 24 v.) 
continuous cycle welding. 
Process joins sheet metal and 
heavier sections. 
Price: $1,492. Delivery: 
immediate. 
Hobart Bros. Co., Box 
DM-159, Troy, Ohio (PW, 
11/14/60) 


co 


ROEBLING ROYAL BLUE WIRE ROPE 
WE PUT A LOT OF WORK INTO IT—YOU GET A LOT OF WORK OUT OF IT 


Chis happens to be the inside view of Roebling Royal Blue — its core has been 
removed to show the uniformity and symmetry of the rope structure. You see 
how concerned we are with internal security. 

We have to be. To make sure that Royal Blue will live up to the day-to-day 
demands made upon it. High stresses and unavoidable overloads, abrasion, 
fatigue, impact, crushing, sheave pressures and abusive drum-winding, to name 
the major ones. 

Royal Blue goes through many inspections and tests—both internal and external 
—before reporting to work. This way we're sure that the rope we build will do 
what we sell it to do. These quality-control measures are your assurance that 
Royal Blue is made to save you money — anywav you look at it. 

For details about hard-working Royal Blue, as). your wire rope distributor or 
write Roebling’s Wire Rope Division, Trenton 2, New Jersey. 


Rr OEBLING ay 


Granch Offices in Principal Cities * John A. Roebling’s Sons Division » The Colorado Fuel and Iron Corporation 


Purchasing Week 


a 3 ww 
Radiant Haditer Sg 
Helps: Fon Steel 


Portable radiant heater 
raises alloy steel to forming 
temperatures up to 1;500F in 
seconds. Infrared radiattOn 
heats exotic metals to duc- 
tility, maintaining it for 
critical forming period. Unit 
reduces rejects by 40%. 

Price: $30,000. Delivery: 
60 to 90 days. 

The Electric Hotpack Co., 
Inc., Cottman Ave. at Mel- 
rose St., Philadelphia 35, Pa. 
(PW, 11/14/60) 


Profitabl 


New Books———— 


Standardization Activities in the 
United States. Distributed by Super- 
intendent of Documents, Govern- 
ment Printing Office, Washington 25, 
D. C., 210 pages. Price: $1.75. 


This comprehensive directory 
covers over 350 standardizing 
agencies and societies in the 
United States. 

It includes a standardization 
group for almost all widely 
known product areas—textiles, 
paper, leather, plastics, electrical 
equipment, etc. Besides products, 
the directory covers materials, 
techniques, sizes, nomenclature, 
services, and many more indus- 
trial areas. Altogether, a valuable 
reference book for P.A.’s, engi- 
neers, and top management. 


The Art of Persuasive Talking, by 
Lynn Surles and W. A. Stanbury, Jr. 
Published by McGraw-Hill Publish- 
ing Co., 303 W. 42nd St., New York 
36, N. Y., 296 pages. Price: $4.95. 


If you’re having trouble win- 
ning sympathetic listeners or get- 
ting ideas across to your business 
associates, this is the book for 
you. 

Each chapter is based on a 
realistic problem in communica- 
tion—influencing behavior, pro- 
posing and defending new poli- 
cies, generating ideas, using the 
power of suggestion, preparing 
for various meetings, and more. 
A special chapter gives 29 assists 
on such everyday situations as 
giving orders, reprimanding, re- 
fusing requests, and others re- 
quiring particular skill in com- 
munication. 

The principles outlined in this 
book can be applied in almost 
any situation—whether you're 
talking with one person or many, 
whether speaking extemporane- 
ously or delivering prepared 
talks. 


From the 


—— Manufacturer 
Chain Slings 


Gives advantages, specifica- 
tions, and working load limits 
for company’s line of alloy chain 
slings, rings, links and hooks. 
Also lists the danger signals to 
look for in link-by-link inspec- 
tion. (16 pages). Wire Rope Div., 
Jones & Laughlin Steel Corp., 
Muncy, Pa. 


Glass Products 


Describes how special glass 
products are designed and pro- 
duced for specific applications. 


November 14, 1960 


Heat Monitor 
Gives Rapid Check 


Unit checks air/gas mix 
to pinpoint cause of tem- 
perature variations. Indicate 
changes in Btu value or in 
volume percent of air in the 
air/gas mix in time (less than 
5 sec.) to correct conditions 
before production loss. 

Price: $620. Delivery: im- 
mediate. 

Salas Corp of America, 
Dresher, Pa. (PW, 11/14/60) 


vi 


Finishing Machines 
Concentrate Vibration 


Vibration-type tub and 
barrel (combining vibration 
with rotation) machines op- 
erate within *%in. mis- 
alignment. Rubber cushion 
mounts and eccentric drive 
principle keep over 98% of 
vibration within chamber. 
Maximum tub capacity is 17 
cu. ft. : 

Price: $1,800 (1% cu. ft. 
tub) to $6,300 (10 cu. ft. 
barrel). Delivery: 4 to 6 wk. 

Minnesota Mining & Mfg. 
Co., 900 Bush Ave., St. Paul 
6, Minn. (PW 11/14/60) 


Reading 


Includes sections on industrial 
globes, interior lighting, indica- 
tor lenses, high physical strength 
and thermal shock resistance, and 
more. Bulletin 760 (20 pages). 
Kopp Glass, Inc., Swissvale, Pa. 


Hydraulic Equipment 


Discusses | Groban-manufac- 
tured plus government and indus- 
trial surplus products including 
air compressors, fluid and gas 
pressure tanks, hydraulic control 
valves, motors and pumps, water 
pumps, and more. Gives technical 
drawings, suggested uses, engi- 
neering specifications, etc. Cata- 
log No. 601 (64 pages). Groban 
Supply Co. Dept. 601, 1139 S. 
Wabash Ave., Chicago 5, Ill. 


Fasteners 


Lists complete line of bolts and 
nuts, cap and machine screws, 
washers, cotter pins, nails and 
tacks, rivets, etc. Fasteners are 
available in silnic bronze, stain- 
less steel, monel, brass, copper, 
aluminum, and other alloys. Cata- 
log CK-17 (28 pages). Chase 
Brass & Copper Co., Inc., Water- 
bury 20, Conn. 


Filter Assemblies 


Describes over 225 standard 
element-in-line wire mesh filter 
assemblies. Lists working pres- 
sure, temperature ranges, port 
7 sizes, and more. Standard units 
range in tube or pipe size from 
¥ in. to 12 in. Fuels, lubricating 
and hydraulic fluids, etc. can all 
be accommodated. (22 pages). 
Aircraft Porous Media, Inc., 30 
Sea Cliff Ave., Glen Cove, N. Y. 


Punches and Dies 


Discusses company’s line of 
regular, medium, and long point 
ring and _  head-type round 
punches, plus press-fit and head- 
type stripper bushings, and quill 
punches. Gives ordering informa- 
tion, prices, engineering specifi- 
cations, punch and die clearances, 
material and heat-treating data, 
etc. (48 pages). Ring Punch & 
Die Div., The Producto Machine 
Co., Jamestown, N.Y. 


Clamps 


Gives information on com- 
pany’s complete line of clamps, 
brackets, shims and line supports. 
Features listing of materials and 
specifications, recommended ap- 
plications and latest techniques 
for mounting tubing, wiring and 
similar hardware. Bulletin 212 
G (76 pages). Ring Punch & 
Engine Dept., T. A. Mfg. Co., 
4607 Alger St., Los Angeles 39, 
Calif. 
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MEN WHO OPERATE VALVES like the sure grip they 
get on an O-B handwheel—find it’s contoured to fingers, safely 
non-heating and won’t slip under wet or greasy grasp! Just one 
of many advance-planned features you get by standardizing on 
the complete O-B bronze valve line. Ask your distributor for 
the valve in the orange-and-black box. 


OHIO BRASS COMPANY e Mansfield, Ohio 
OoO-B VALVES E53 
10073-V - 
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don’t buy 
Teflon’ 
blindfolded 


In most cases, internal flaws in 
Teflon TFE~-fluorocarbon stock 
shapes don’t show up until it’s too 
late until an insulator cracks or 
a critical part fails. You can prevent 
this by buying only Teflon of known 
internal quality and uniformity 


Ultrasonic testing, a new, exclusive 
Polymer quality control, guarantees 
you this uniformity 


Polymer's ultrasonic testing device 
quickly detects voids and internal 
flaws which ordinarily would pass 
even the closest inspection 


That's why, when you specify 
POLYPENCO® you can be sure you 
get TFE stock shapes with constant 
electrical and physical properties so 
necessary for end-product reliabil- 
ity and efficient, waste-saving 
production 


A complete line of POLYPENCO TFE 
shapes is available from stock 
points throughout the country. Call 
or write today for fast delivery or 
engineering assistance 


THE POLYMER CORPORATION 


OF PENNSYLVANIA 
Reading, Pa. 


*DuPont Trademark tor fluorocarbon resins 


BUFFALO ASSN. made its TV debut recently when four members dis- 
cussed “Purchasing as a Career’ over the city’s educational television 
station, WNED. Taking part in the half-hour panel discussion were 
(-r): J. Raymond Berg, Buffalo Steel Corp., assn. pres.; Roger S. Joselyn, 
Westinghouse Electric Corp., assn. Ist v.p.; Clifford A. MacNaboe, Har- 
rison Radiator Div., General Motors Corp.; and Ransom Delisle, Ni- 
agara Machine & Tool Works. The program was aimed at acquainting 
high school students with requirements and opportunities in purchasing 
and was one of a WNED series on “Project Career.” 


FORGINGS 


... their accuracy alone 
merits your 
design consideration! 


Clese-tolerance accuracy which eliminates the need for 
costly machining is, in itself, a sound reason for specifying 
Ritco Forgings. A flawlessly smooth surface which helps 
speed product assembly is still another. Combine these advan- 
tages with a forged-in toughness which assures maximum 
impact resistance and fatigue strength at points of greatest 
shock and stress and it’s easy to see why more and more 
design engineers write Ritco into their plans. A// things con- 
sidered, it will pay you to learn more about Ritco “Bright 
Finish” Forgings now. Send us your blueprints for estimates 
at no obligation. 


Ritco also offers complete machining 
facilities and makes Specia! Fasteners 
and Upsets of ferrous and non-ferrous 
metals. What are your requirements? 


RHODE ISLAND TOOL COMPANY 


Member Drop Forging Association 
158 WEST RIVER STREET + PROVIDENCE 1, R. |, 
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St. Louis 


St. Louis—Members of the St. 
Louis Purchasing Agents Assn. 
got a briefing on the 1961 steel 
outlook at their last monthly 
meeting. 

Alfred S. Glossbrenner, presi- 
dent of Youngstown Sheet & 
Tube, forecast “steel production 
will have some pluses and 
minuses, but will end 1961 with 
a little more than 100-million 
tons, which is an industry aver- 
age of 65% to 66%.” He said 
this would compare to estimates 
of 105-million for 1960. 

“Anyone who discounts the 
importance of foreign competi- 
tion in the future of the American 
steel industry has his head stuck 
in the sand,” Glossbrenner said. 
He cited several instances where 
his firm lost big orders to foreign 
competitien but declared a solu- 
tion is difficult because it involves 
foreign policy. 

Glossbrenner agreed with 
P. A. questioners that for the 
uninformed public the present 
method of reporting the steel 
rate aS a measure of capacity 
gives an unnecessaryly “bad pic- 
ture” of the industry. The Amer- 
ican Steel Institute, he said, is 
studying whether it would be 
better to report total tonnage 
produced each week (like auto 
production) or set up an index 
based on 1947-49 which would 
show present rate at 86% today. 


Memphis 

Memphis, Tenn.—A monthly 
business survey, with composite 
results each three months, is 
being initiated by the Memphis 
Assn. of Purchasing Agents. 

Lawrence M. Lyons, Conley 
Frog Switch Co., association 
president, reports the group 
eventually will use the survey as 
a guide within the area. 

In the October survey, Mem- 
phis area P.A.’s reported some 
lateness in receiving materials 
shipments. 

Purchasing men pointed out 
that the trouble resulted from 


Association News in Brief 


manufacturers who, desperate 
for business, were making faster 
delivery promises than they could 
fulfill. This was putting P.A.’s 
on the spot with lack of materials 
occasionally causing production 
stoppage. 
Reading 


Reading Pa—rThe second ses- 
sion of the Reading Purchasing 
Agents Assn.’s purchasing sem- 
inar features John McConaghy, 
Berkshire Knitting Mills, attor- 
ney, who will conduct a discus- 
sion on legal aspects of purchas- 
ing. 

Interested purchasing agents 
and buyers may still register for 
this session and the remaining 
six sessions which cover: value 
analysis, Dec. 6; trade relations 
and vendor relations, Jan. 10; 
materials management and _ in- 
ventory control, Jan. 24; traffic, 
Feb. 7; purchasing reports to 
management, Feb. 28; and Penn- 
sylvania sales and use tax, 
Mar. 14. 

Erie 

Erie, Pa.—Members of the 
Purchasing Agents Assn. of Erie 
have approved a scholarship fund 
to provide annual scholarships of 
at least $100 to two local col- 
leges—Gannon College and Beh- 
ren Center, Pennsylvania State 
University. 

The annual amount will be de- 
termined each year by the as- 
sociation board of directors. 

Scholarships will be granted 
for one year periods only, and 
children of members will be given 
preference. 


Chemical Buyers 


Seattle, Wash.—Brown L. Mil- 
ler, manager of purchases, Amer- 
ican-Marietta Co., was made 
West Coast chairman of NAPA’s 
Chemical Buyers Group. 

Working with him are chair- 
men Francis T. Bowles, Oregon 
Chemical Buyers Group; Mickey 
Visette, Northern California 
group; and Cliff Walker, South- 
ern California group. 


WHERE -TO-BUY 


GRAPHIC SISTINS Box 267, Yanceyville, North Carolina 


(NEW YORK OFFICE: 55 West 42nd Street, Wisconsin 7-8444) 


The BOARDMASTER Visual Con- 

trol gives you Graphic Picture of 
your operations at a glance. You 
see in seconds how to save time 
and money. 
Over 500,000 organizations are 
using this simple, flexible tool to 
get things done. Ideal for sales, 
inventory, production, traffic, etc. 
Type or write on cards, snaps in 
grooves. Made of metal. 


Full price $4.9-50 with cords 


24-page Illustrated 
FREE 


BOOKLET No. CD-20 
Without Obligation 
Write Today for Your Copy 


FASTENERS FOR AIRCRAFT AND MISSILES 
Immediate Delivery—AN—N.A.S.—M.S.—6 Digit 
CERTIFIED To GOVERNMENT Studs— internal and 

‘Suternal Wrenching Boits—Oowel and Lock Pin 


Mercury air parts co., inc. 
9310 West Jefferson Bivd., Culver City, Calif. 
Telephone—UPton 0-5923—Teletype—CVR CY 4138 
TOUGH SPECIALS 10 DAY DELIVERY 


ROBOT OPERATC 
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W REPORTS, 


and how 


a month ago 


a year ago 


147.8 135.4 113.5 


Selling Pace Quickens 


More and more metalworking 
and production machinery will be 
on the resale market over the 
next several months. But prices 
will remain stable because de- 
mand will keep pace with supply. 

The supply is being assured 
from the unusually large number 
on contract tool and die shops 
that are scheduled to fold in the 
near future. These shops are 
closing down as a direct result of 
the auto companies’ pulling back 
tool and die work into their own 
shops in an effort to hold costs. 

But it’s doubtful whether prices 
will drop as more and more such 
top-quality machines become 
available. That’s because much 
of the demand that normally goes 
to mew equipment is _ being 
switched to used types. The av- 
erage small-to-medium shop can- 
not afford the new, sophisticated 
tools, no matter how the long-run 
cost savings may be. 


Coming Auctions 


And Sales 
NOVEMBER 15, 16, 17 


Ackerman Steel Supply Co., Wheel- 
ing, W. Va. Presses, metal fabrica- 
tion equipment. 

WRITE, WIRE, PHONE: M. J. Wer- 
show Co., 7213 Melrose, Los An- 
geles, or David Weisz Co., 840 
San Julian, Los Angeles, or Stan 
Kleeman, 2727 Palisades, New 
York 63, N. Y. 


NOVEMBER 15-16 


Huckins Tool & Die Co., South Bend, 
Ind. 

$850,000 worth of precision tool- 
room and die shop equipment. 
WRITE, WIRE PHONE: Industrial 
Plants Corp., First National Bank 
Bldg., Chicago. 


NOVEMBER 16 


Commonwealth Plastic Corp., 98 
Adams St., Leominster, Mass. 
Lathes, millers, presses, saws, drills, 
pantograph, belt sanders, heat 
treat ovens, mixers, conveyors, 
small tools, plastic molds and grind- 
ers. 

WRITE, WIRE, PHONE: Machinery 
Auctioneering Corp., Postoffice Box 
1960, New Haven, Conn. 


NOVEMBER 17 
Acme Machine Products, Muncie, 
Ind. 


$1-million worth of modern bolt 
production equipment. 
WRITE, WIRE, PHONE: Industrial 
Plants Corp., Chicago. 


NOVEMBER 18 


Palmer Mfg. Co., Phoenix, Ariz. 
Sheet metal manufacturing equip- 
ment. 
WRITE, WIRE, PHONE: M. J. Wer- 
show Co., 7213 Melrose, Los 
Angeles. 

(Continued on page 40) 


Latest Auctions and Prices 
OCTOBER 4 


Auction held at Variety Aircraft Co., Dayton, Ohio. Auctic 
trial Plants Corp., New York. 

(1954) Brown & Sharpe 2G automatic screw machine. $7,000. 

Three Brown & Sharpe No. 2 automatic screw machines. $400, $300, 
$700. 

Three Acme Gridley RA6 9/16 in., 6-spindle automatic screw ma- 
chines. $2,859, $2,600, $2,400. 

Taylor-Winfield HWR-33-3CCIT spotwelder. $3,500. 

Acme 50-kva spotwelder. $400. 


er: Indus- 


-ON RESALE PRICES 


Yale K41-6M Yale 6000-lb. gas-driven forklift. $1,000. 
Clark 6,000-lb. gas-driven forklift. $1,000. 

Leblond 19/40 x 72-in. sliding bed gap lathe. $1,500. 
Atlas Clausing 12 x 48-in. cabinet base lathe. $400. 
Atlas 6-spindle bench drillpress. $300. 

Three Walker-Turner 2-spindle 14-in. bench drillpresses. $125 each. 
Providence K 24-in. upright floor drillpress. $235. 
Minster No. 6 OBI press, 51 tons. $3,000. 

Minster 4SS single-crank press, 66 tons. $1,700. 
Toledo 90B SS double-crank press. $375. 

Bliss No. 20 OB! press. $150. 


(Continued on page 40) 


The performance you get from your 
offset and office duplicators depends 
largely on the paper you feed them. 
Paper that won’t lie flat or is unevenly 
trimmed can mess up the run thor- 
oughly. Not to mention your temper. 
Now you can avoid all this — with 
new Stan-Pak* Run-Rite* Papers. 


@ Trouble-Free Running 


Take flatness. We laboratory-test all 
our papers right on the duplicating 
machines they’re made for. Stan-Pak 
Run-Rite Papers come to you flat. Lie 
flat in the machine. And feed flat. 

But really trouble-free running calls 
for many more qualities. Controlled 
* T7.m 


t 


...with new Stan-Pak Run-Rite Papers 


moisture to avoid static conditions and 
insure good printability. Accurate trim 
and finish to prevent feeding jams. 
Even caliper, uniform weight and care- 
ful surface sizing to give you sharp, 
clean ink impressions. You get them all 
in Stan-Pak Run-Rite Papers. 


525 Items—All Grades, Sizes and Types 

This brand new line answers just 
about every office need in printing and 
duplicating papers. Under the Stan- 
Pak Run-Rite name you'll find the 
exact grade, color and weight you want 
—at a sensible range of prices to suit 
your budget. 

Next time you order paper, try the 
brand that’s made to run right. 
Through the duplicating machine. On 
the press. In the typewriter. 

We're confident you'll specify it 
every time. 


STANDARD PACKAGING CORPORATION 
NEW YORK 17, N.Y. 
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oshbaugh & Jordan No. 3 OBI press. $175. 
Two Pressrite No. 0 bench-type OBI presses. $120 each. 
Warner & Swasey No. 3 turret lathe. $1,500. 

Warner & Swasey 2A turret lathes (old) $200 each. 

No. 5 turret lathe (old). $225. 

& Lamson 14-in. pedestal comparator. $800. 
Two Cincinnati 2MH plain millers. $1,300 and $1,650. 
Brown & Sharpe No. 2 standard vertical miller. $600. 
Bridgeport 34-hp vertical turret miller (new 1958). $1,350 
Milwaukee 3B plain miller. $450. 
Two Sundstrand No. 0 RigidMills. $600 and $500. 
Kempsmith No. 3 universal miller. $325. 
Pellow No. 2 duplex nut slotter. $1,000. 
Snow MT-DD Slantamatic tapper. $1,700. 
Diversamatic No. 1 centerless grinder. $2,500. 


Reid No. 2-3 6 x 18-in. surface grinder. $425. 

Landis C 6 x 18-in. hydraulic cylindrical grinder. $1,100. 
Brown & Sharpe No. 2 surface grinder. $300. 

Waterbury Farrel No. 30 thread roller. $1,900. 


Dries & Krump Model 254 5-ft power press brake. $1,500. 


Niagara 42-in. power rolls. $450. 
Stamco 10-ft x 3/16-in. power squaring shear. $3,100. 


OCTOBER 20 


Auction held at Allen Machine Co., Compton, Calif. Auctioneer: M. J. 


Wershow, Los Angeles. 
(Late model) Axelson 24-in. lathe. $11,000. 
(30 years old) Niles 105-in. boring mill. $11,000. 
(Late model) Fosdick 6-ft. radial drill. $7,500. 
(30 years old) 6M 20 x 6 x 4 ft. planer. $8,000. 
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... Save time and money 


it's a fact. In the Yellow Pages of your phone book you'll find a local 
distributor of Alcoa® Aluminum Fasteners. He maintains full stocks— 
aluminum bolts, nuts, rivets, machine screws, wood screws, sheet metal 


screws, washers, any aluminum fastener you need. 


No need to stock a lot of fasteners yourself. No need to run short, 


Order ALCOA ALUMINUM FASTENERS from your Yellow Pages! 
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either. Your local Alcoa distributor offers the largest line of aluminum 


fasteners available today. So, besides the other advantages of using 
Alcoa Aluminum Fasteners—to cut your production costs, and improve 
product appearance, and boost product performance—you can simplify 


your inventory control. 


Alcoa Aluminum Fasteners are corrosion resistant, have full 
threads, no burrs, and are produced from fully heat-treated, high-strength 
! You'll get full count every time, exactly 


alloys. And one thing more 
what you order. 


7 : . . . - . - * ae 
If you'd like more information or free samples, iil the coupon! 


VWatcoa ALUMINUM: 


Aluminum Company of America 
2003-L Alcoa Building, Pittsburgh 19, Pa. 


Please send me complete specification data and 
samples of Alcoa Aluminum Fasteners. 


NAME___ TITLE 


COMPANY 


STREET ADDRESS 


Aw FASTEN ALUMINUM WITH ALCOA ALUMINUM FASTENERS 
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Coming Auctions 
And Sales 


(Continued from page 39) 


NOVEMBER 22 


A. Land Co., Calpatria, Calif. 
Farm machinery and construction 
equipment. 

WRITE, WIRE, PHONE: M. J. Wer- 
show Co., 7213 Melrose, Los 
Angeles. 


NOVEMBER 22 


Duffy Tool Engineering Co., Muncie, 
Ind. 

Tool and die manufacturing equip- 
ment. 

WRITE, WIRE, PHONE: Industrial 
Plants Corp., Chicago. 


NOVEMBER 23 


Mercury Tool & Die Co., Detroit. 
Tool and die manufacturing equip- 
ment. 

WRITE, WIRE, PHONE: Industrial 
Plants Corp., Chicago. 


NOVEMBER 29 


Reli-A-Trol Corp., Santa Maria, 
Calif. 

Machine tools, assembly equipment, 
proprietary items. 

WRITE, WIRE, PHONE: M. J. Wer- 
show Co., 7213 Melrose, Los 
Angeles. 


NOVEMBER 29-30 


Kling Brothers Engineering Works, 
Chicago. 

$3-million worth of modern machine 
tools, toolroom and _ production 
equipment. 

WRITE, WIRE, PHONE: Industrial 
Plants Corp., Chicago. 


NOVEMBER 30 


Lema Construction Co., Redding, 
Calif. 

Earthmoving equipment. 

WRITE, WIRE, PHONE: M. J. Wer- 
show Co., 7213 Melrose, Los 
Angeles. 


DECEMBER 1 


Steiger Precision Products Co., 
Chicago. 

Precision tool and die equipment, 
machine tools, production equip- 
ment. 

WRITE, WIRE, PHONE: Industrial 
Plants Corp., Chicago. 


DECEMBER 2 


Vernonia, Ore. 

Sawmill and planing mill, timber 
processing equipment. 

WRITE, WIRE, PHONE: M. J. Wer- 
show Co., 7213 Melrose, Los 
Angeles. 


DECEMBER 6 


Garland Mfg. Co., 10533 Gratiot 
Aye., Detroit... . 

Tool and die, stamping equipment, 
materials handling equipment, tools. 
WRITE, WIRE, PHONE: Norman 
Levy Associates, Inc., 3165 Guard- 
ian: Bldg., Detroit 26. 


‘DECEMBER 8 


Progressive Mfg. Co. 

MACHINE TOOLS. ~ » 

WRITE, WIRE, PHONE: M. J. Wer- 
show Co., 7213 Melrose, Los 
Angeles. 


DECEMBER 17 


Paramount Engineering Co., 32000 
Stephenson Hwy., Madison Heights, 
Mich. 

Tool and die equipment and ma- 
chinery. 

WRITE, WIRE, PHONE: Norman 


Levy Associates, Detroit. 
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Ford Boosts Spending Overseas 


Detroit—Ford Motor Co. plans to boost its overseas spending 
by $82-million next year, to a total of $220-million. Board 
Chairman Henry Ford II declared that the company “is placing 
more emphasis than it has in the past on foreign operations”. 


Tariffs Raised on Woolens, Worsteds 


Washington—The government has slapped a higher tariff 
on woolen and worsted fabrics to curb low-priced imports from 
Japan, Great Britain, and Italy. 

The new rates, effective Jan. 1, are 38% on fabrics valued 
above $2 per pound and 76¢ per pound for the lower priced 
types, up to the equivalent of 60% ad valorem. 


Michigan Sales Tax to Rise 


Lansing, Mich.—Michigan voters approved an amendment 
to the state constitution to let the legislature boost the state 
sales tax from 3% to 4%. The increased sales tax was offered 
as an alternative to state income tax and higher business taxes. 


Ban Tightened on Exports to Cuba 


Washington—The Treasury Dept. is tightening its ban on 
exports to Cuba. It ordered customs officials to demand com- 
plete cargo manifests from Cuba-bound ships leaving U. S. ports. 
A similar rule applies to Iron Curtain countries. Only certain 
medical supplies and foods are exempt from the ban. 


GE Cuts Lexan Prices 
New York—General Electric Co. has cut the price of its 
Lexan polycarbonate resins 20¢ to 25¢/lb., effective Dec. 10. 
New schedule for non-colored plastic in quantities up to 1,000 
Ib. is $1.55/lb.; up to 10,000 Ib., $1.40, and truck load order, 
$1.30/Ib. 


Airlines Boost Sales 


New York—Three major airlines, Trans World, Pan Ameri- 
can, and American, reported increases in sales of transportation 
services for the first nine months of 1960. Pan American 
showed a gain for net income while Trans World and American 
reported lower profits. 


Baird Institutes Leasing Plan 


Stratford, Conn.—Another major tool manufacturer, the 
Baird Machine Co., has jumped on the leasing bandwagon. 
Baird has teamed up with Equilease Corp., of New York, to 
offer its lathes, transfer presses, and other production machinery 
on a rental basis. 


Versatile—and economical—fasteners... 
SEL-LOK spring pins 
@ 101 uses—as keys, cotter pins, axles, hinge pins, wrist pins, 
stop pins, pivots, etc. 
@ Eliminate costly tapping, reaming, peening, milling 
e Swift fastening—just drill and drive 


@ Can be reused repeatedly 
@ Secure locking—won’t work loose despite shock or vibration 


Se.-Loxk spring pins are available in carbon and corrosion- 
resistant steel (from 1/6 x 3A6 through % x 5 in.) and beryllium 
copper (1/6 x 346 through 4% x 34 in.). See your authorized 
distributor for details or write us for Bulletin 2331 and 
samples. 


INDUSTRIAL FASTENER Division 


JENKINTOWN 48, PENNSYLVANIA 
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Paper Price Changes Keep Buyers Off Balance 


(Continued from page 1) 
on the West Coast, reduced on 
the East Coast. 


Fibreboard Paper Products 
Corp. and American Forest 
Products Corp., both of San 


Francisco, said last week they 
would hike corrugated products 
10% effective Jan. 1. 

The move will add $12.75/ton 
to the price of packaging materi- 
als and put West Coast mills on 
a par with East Coast prices of 
$127.50 for standard grade 42 
Ib. liner board. 


Attempt to Recoup Cut 


According to a mill spokes- 
man, the West Coast increases 
are an attempt to restore the 
10% cut in prices which took 
place two years ago for com- 
petitive reasons. 

At the same time Eastern mill 
officials indicated they would 
keep the lid on their prices, 

The lack of a clear price 
direction for container board 
components has contributed to 
an unsettled buyer’s climate. 

Causing some concern too is 
the fact that both mills and in- 
dependent converters are look- 
ing to increase prices for board 
and box materials at the first 
opportune moment. 

Fiber box demard has been 
holding up well the last six 
months and is ahead of last 
year’s levels. As a result, one 
official of a major paper mill 
states that fiber box prices may 
go up 5% to 10% in the first 


Justice Dept. Winds Up 


Car Price-Fixing Suits 


Washington—The Justice Dept. 
said last week it had disposed of 
the last of a series of indictments 
resulting from grand jury investi- 
gations of price fixing in the 
automobile business. 

Grand juries looked into auto 
pricing activities in Washington, 
New York, Detroit, Cleveland, 
and San Francisco. Only in 
Cleveland were no indictments 
handed down after the investiga- 
tions. Fines resulting from cases 
brought to court in other cities 
totaled $365,750. 

Last of the suits was settled 
last month in U. §S. district court 
for the northern district of Cali- 
fornia. There, Ford Dealers’ Ad- 
vertismg Assn. and Oakland 
Zone Chevrolet Dealers Assn., 
Inc., were each fined $5,000 after 
pleading guilty to Justice Depart- 
ment charges. Indictments in 
both cases charged the associa- 
tions with conspiring to agree on 
retail list prices for autos seld by 
member dealers. 


Copper Scrap Tags Rise 


New York—Custom smelters 
increased their buying price for 
copper scrap by %¢/lIb. The 
boost brings the key no. 2 copper 
wire scrap grade to 23.5¢/Ib. 

The rise followed a general 
tightening after the heavy offer- 
ings by dealers in September and 
October. 

The increase was made pos- 
sible by reduced copper fabri- 
cator operations this year which 
has kept new scrap output at a 
low level. Refined copper proc- 
essed from scrap available for 
shipment in three months will 
cost about 28% ¢ per pound. 
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three to six months of 1961. 
The official notes that prices of 
corrugated board have remained 
stable for more than three years 
and boxes for one year. 

The paper industry, normally 
heavily competitive at the con- 
verting and retail end of the 
business, has seen increased com- 
petition between mills at the 
primary stages of board produc- 
tion, in order to keep operations 
at a high level. 

One sign of this growing com- 
petition in raw materials is the 
recent price maneuvering in 
“filler” used in the corrugated 
board “sandwich”. 

When International Paper in- 
troduced a new filler, “53-30” at 
$119/25/ton or $1.55 per 1,000 
sq. ft., competitors such as 
Owens-Illinois reduced the price 
of their filler from $132.50/ton 


to $119.25. The move was 
quickly followed by other major 
mills such as Union Bag-Camp, 
St. Regis, and West Virginia 
Pulp. International eventually 
cut the price of Chem-fiber, its 
work horse filler, to the new price 
of $1.55 per 1,000 sq. ft. and re- 
scheduled its new material at 
$1.43 per 1,000 sq. ft. 

Independent converters are 
hoping for price increases in the 
near future. Converters report 
the present cost-price squeeze 
between high costs and increas- 
ing mill competition has cut into 
profits and in some cases caused 
losses. 

“Buyers may benefit from this 
situation,” one official noted, 
“but it’s an unhealthy one and 
we hope to change it with higher 
prices as soon as possible,” he 
said. 


FILL THE JAR 
AND PRESS THE BUTTON! 
SPRAY ANYTHING WITH 


SPRAYON #a« SPRAY GUN 


CONSTANT-PRESSURE 
REFILL SPRAYS UP 
TO ONE QUART 

RUGGED, PRECISION 
SPRAYER 

EASY TO LOAD, 

TO RELOAD, TO USE 


Here is quick and easy spray applica- 
tion of materials not available in reg- 
ular aerosol containers. The Sprayon 
Jet-Pak Spray Gun gives all the port- 
able convenience of a regular aerosol 
plus all the quick-change versatility 
of a regular spray gun. Jet-Pak does 
a hundred different maintenance and 
production jobs. If you make a painted 
product, use it in the factory or in 
the field to touch up finishes marred 
in production, in shipping, in stock- 
handling or installation. You load it 
yourself with any liquid—lacquers, 
enamels, lubricants, solvents, ad- 
hesives, etc. Fill the jar as often as 
needed—each refill power unit sprays 
up to one quart of material at a steady, 
constant pressure. Extra jars with lids 
available to keep a number of materi- 
als on hand ready for instant spraying, 


Jet-Pak is part of Sprayon’s complete line of ‘‘Aerosols for 
Industry’’...47 maintenance and production aids in self-sprayin 
containers, made by the oldest and leading custom-loader of 
aerosol specialities and sold through industrial distributors. 
industrial Supply Division, Sprayon Products, Inc., 2082 E. 65th 


Street, Cleveland 3, Ohio. 
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Economists See Change in Inventory Philosophy 


(Continued from page 1) _ 
merce Department's authoritative 
Survey of Current Business, and 
other Washington experts spell it 
out: 


QUESTION: You hear a lot of 
talk these days about an inven- 
tory revolution—-specifically, that 
businessmen have become more 
sophisticated about the size of in- 
ventory they have to carry, and 
so are carrying less. In your opin- 
ion, is there such a change in in- 
ventory philosophy and how 
permanent do you think it is? 


ANSWER: There is no question 
that a real change has swept 
through business policies on in- 
ventory in recent years—al- 
though it’s an evolution, rather 
than a revolution. 

All up and down the line— 
from the retailer back through 
distribution to the manufacturer, 
and beyond the factory to the 
suppliers of raw materials and 
components — businessmen are 
happily forcing a far lower ratio 
of inventory-to-sales than ever 
before. 

A significant part of this evo- 
lution stems directly from two 
key factors making up the eco- 
nomic climate since the end of the 
Korean war boom: (1) an excess 
of capacity throughout most in- 
dustries thus eliminating from the 
minds of buyers fears of not 
being able to get supplies; (2) and 
stemming from this excess of ca- 
pacity and supply, a stable price 
level that eliminates any incentive 
to “buy now in order to beat an 
imminent price rise.” And short- 
term, of course, in the tougher 
price competition of the buyer’s 
market, the leanest possible in- 
ventory-to-sales ratio helps cut 
costs. But the lessons being 
learned now will stay with us 
long-term. 

The big test, of course, comes 
when the next upturn in the 
economy arrives. 


QUESTION: What about a 
return of inflation—for instance, 
if the first actions of the Kennedy 
administration give the economy 
a psychological jolt, through 
spending programs or otherwise? 
Or what about a foreign crisis 
that would send buyers wanting 
to swap dollars for goods? Would 
it kill off the new inventory 
philosophy? 


ANSWER: The inventory cycle 
by no means is a thing of the 
past. Any number of situations 
could produce an upsurge in 
prices and buying. 

On government spending 
alone, it seems likely that ample 
supply lines would tend to hold 
down buying surges quite well. 
Expanding use of Electronic Data 
Processing systems and other 
new communications techniques 
would help lower the peaks and 
fill in the following valleys. Fast 
transportation is another factor 
here. 

The same holds true of any 
short-lived foreign crisis—say 
another Suez-size blowup. What 
would happen if a Korean-type 
war came along is, of course, 
something else again. In such 
cases, fear of shortages and 
material allocations probably 
would send buyers hurrying into 
the market to assure themselves 
of supplies. But again, the saw 
tooth in the graph should be 
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smaller and not so sharply 
pointed. 
QUESTION: If our business 


logistics have improved to the 
point where we can keep inven- 
tories at a more efficient level, 
will some of the traditional feast- 
or-famine aspects of production 
and prices tend to be diminished? 


ANSWER: The full story of 
what is happening to inventories 
this year, and its meaning for the 
future, will not be known until 
the experts analyze all the evi- 
dence, some of which will not be 
available for months. But all 
agree that EDP control of inven- 
tories, combined with the surplus 
capacity and intense price compe- 
tition, are writing a new chapter 
in business history. 

As for the longer term future 
—faster, more accurate data on 
supply-demand all up and down 
the channels of distribution 
should definitely tend to narrow 
the swings and cycles of produc- 
tion and prices. Earlier and 
better knowledge available to 
distributors and production plan- 
ners makes it possible to schedule 
operations to avoid being “caught 
short” because of unexpected 
shortages or unknown pickups in 
sales—and to avoid overstocks 
when sales are easing off. 


QUESTION: What are some of 
the factors that might contribute 
to a long-lasting change in inven- 
tory philosophy? 


ANSWER: Again, there is no 
question that EDP and, in the 
larger companies, computerized 
programing made it possible to 
obtain far more accurate informa- 
tion on supply and demand far 
more quickly than ever before 


in history. 
The use of EDP has brought a 
permanent new factor into 


purchasing, and in the long run, 
this factor will be a plus not only 
for P.A.’s but for the economy as 
a whole. 

EDP equipment may be mark- 
edly reducing the level of inven- 
tories purchasing agents once 
thought were necessary, but this 
reduction is a one-shot affair. 
After the original cuts, it is likely 
EDP will reduce the traditional 
wide swings in inventories and 
thus contribute to a more stable 
economy. 

Paradiso, assistant director of 
the Office of Business Economics, 
points out that EDP and compu- 
ters are only one of the factors 
in the recent decline of inventory 
accumulation. But he sees a sig- 


nificant role for these systems in 
the future. 

“Traditionally, there has been 
about a six-month lag in inven- 
tory trends,” Paradiso points out. 
“If sales of finished goods turned 
down, inventories would go on 
increasing for a while, making 
the eventual cutback all the more 
abrupt. With the new methods 
businessmen can turn inventory 
accumulation down as soon as 
sales turn down, which makes for 
a smoother adjustment.” 

The same holds true for times 
when sales rise. In such periods, 
manufacturers are caught short 
and scramble for raw materials 
and components. Pushing up 
prices and creating temporary 
shortages. With computers blink- 
ing the signals, purchasing agents 
will be able to keep up with rising 
sales without this disturbing 
effect. 

EDP programing is popular in 
inventory control because for 
some time there’s been little or no 
fear or rising prices, and with or 
without computers, there had to 
be a working down of inventories 
when the exuberant forward-buy- 
ing of last December, January 
and February was not followed 
by a comparable rise in consump- 
tion. 


QUESTION: On a strictly short- 
term basis, have we hit the 
bottom of inventory liquidation, 
or will the downslide continue 
somewhat longer? Why? 


ANSWER: We've about hit the 
bottom of the inventory decline. 
The federal government’s latest 
inventory statistics can be inter- 
preted to mean that the cut-back 
may already be over in terms of 
volume, if not in dollars. The 
hint lies in the inventory figures 
for the third quarter, which for 
manufacturing and trade com- 
bined are $235-million below 
June. Some specialists believe 
this entire drop is due to lower 
prices, which would mean that 
physical volume is_ running 
steady. 

If this turns out to be so, and 
if in fact the decline in inventor- 
ies has been the key to business 
sluggishness, then the end of in- 
ventory declines is already here. 
In fact, most experts in Washing- 
ton now expect the next report 
to show an inventory balance—— 
no increase or decrease—or else 
a rise. 

But because of the long de- 
cline, it’s a cautious opinion de- 
pendent, to a great extent, on 
a look at another month’s 
(October) figures. 


—_— 
o 
Item & Company Change 
INCREASES 
Corrugated paper products and components, 
Fibre-Board Paper, Jan. 1, 1961......---+-++.sseeee. 10% 
Menthol, Japanese, Ib............ceeeeeseereeeeeeeees 35 
REDUCTIONS 
Tin oxide, 250-Ib. drums, Ib... ....-. cece esceseecccees 02 
1 RED SEAT, OS Te 02 
Lead-sheathed cable, paper & Polyethylene insulation... 10% 
Aluminum can sheet, Reynolds, Ib.................... .003 
Silicone defoamers, Dow Corming.......-++-+.-..seees 4%-T% 
Trimethylolethane, carlots, Ib........++++++eseeeeeeees 1 
Tripentoerythritol, carlots, lb........++++++.- eo 0 0uaeee 06 
Polycarbonate resins (Lexan), GE, Dee. 10, Ib.......... -20-25 
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two years. 


overwhelming burden. 


SUMMARY: McGraw-Hill 


preferred realistic pricing. 


e 
Purchasing 
Perspective ~~. ~~ 


(Continued from page 1) 
mid-’50’s boom have not sullied business actions of the past 


Inventories are a case in point. Some industries worked off 
excess stocks even before any economic slowdown became 
evident this year—whereas in late 1957, inventories were an 


Capital spending failed to hit boom proportions in 1959 and 
1960, so business-men now show little inclination to hack away 
on capital expenditures. According to preliminary reports on the 
McGraw-Hill fall capital spending survey, only modest cuts are 
planned in capital outlays next year, and 1961 totals will be 
down only some 2% to 5% from 1960 levels. 

2 

EYE ON CONSUMERS—The consumier still can be expected 
to turn in a star performance next year despite the fact that sales 
of consumer goods have slipped recently. The fact that con- 
sumer incomes remain at a record high, that spending still holds 
within at least shooting distance of past record levels, and that 
consumers recently have been building up savings could ind‘cate 
they are gearing for some increased spending soon. 

Government spending, already being stepped up on all levels 
from the federal on down to locate units, also will supply 
expanding support to business in 1961. 


economists conclude that, on 


balance, the decline in the overall business indicator, (GNP), in 
the early months of 1961 is likely to be around 142%. A further 
decline of about 7% in the level of industrial output (a drop to 
around 100 on the 1957 base) also seems likely. 

But following this initial decline, business is likely to move 
forward with vigor, surpassing 1960 in total volume, although 
some producers—such as steel, for example—still will be 
operating below preferred output rates. 

a 

DISTRIBUTOR PRICING—Industry’s move to take the 
mystery and large-scale discounting out of price listings (see PW 
July 11, ’60, p.1) doesn’t always meet a favorable response. 
McGraw Hill’s Electrical Wholesaling recently polled a coast-to- 
coast sampling of major electrical distributors and recorded two 
major schools of thought. One said that manufacturers’ sug- 
gested resale prices should be sufficiently realistic so that dis- 
tributors can make a reasonable effort to get the published price. 
The magazine said the second group believes that “this is a dis- 
count era and, therefore, price lists should be fictitiously high 
so that big discounts can be quoted.” 

Majority of the questioned wholesalers, however, said they 


(Continued from page 1) 
Can Co.’s new president, Stanley 
Hopkins, told PURCHASING WEEK, 
“but you can be sure we’re going 
to follow with similar adjust- 
ments.” 

A spokesman for Continental 
Can Co. indicated his firm will 
also come out with its new price 
lists “very shortly.” 


While specific can prices are 
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Canco Hikes Prices Effective Jan. 1; 
Other Makers Seen Following Suit 


difficult to determine, the rise will 
average about $1/1,000 units. 

Since 1958, the entire industry 
has adopted a new pricing policy, 
whereby containers are now 
priced on a plant-to-plant cost 
basis, and separate f.o.b. prices 
for each type of can are issued 
regionally. 

Using the U.S. Dept. of 
Labor’s Wholesale Price Index as 
a national average, however, 
“garden-variety” tin cans (303 x 
406) will rise approximately 77¢/ 
1,000 units, to $31.60/1,000. 
Twelve-ounce beer cans, another 
standard industry item will go up 
about 88¢/1,000 to $35.80/ 
1,000 units. 

Industry leaders agreed the 
price increases were due to these 
major factors: 

® Higher labor costs. All three 
can makers have just granted their 
workers wage hikes under three- 
year contracts calling for annual 
pay increases. 

@ Sales fall off. Can sales have 
dropped this year. First, most 
packers stocked up heavily in 
anticipation of last year’s steel 
strike. Much of their inventory 
carried them well through the 
1960 season. 
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Kennedy Election Won't Change P.A. Policies 


(Continued from page 1) 
waiting to see which way the cat 
would jump. Stock market nerv- 
ousness on the morning after 
election day illustrated this point 
clearly. 


Here are some of the key P/W 
soundings: 


@ Prices. Few experts look for 
any significant price rises, even 
well into 1961. In the hours im- 
mediatcly following tabulation of 
the Kennedy victory, jumpy com- 
modity traders bid up futures 
markets, particularly in copper. 
But even there, Chilean copper 
labor uncertainties and a 0.675% 
price increase posted by the major 
Congo producer to meet previ- 
ously announced London prices 
were major influences. 

Economists agree with P.A.’s 
who see prices generally staying 
in check. Said a top union econ- 
omist, “Thére is little danger of 
inflationary. price increases except 
in the area of food prices, and 
even here the 25% rise some pre- 
dict as a result or revised farm 
programs is way out of line.” 


@ Inventories. Most P.A.’s 
were cautious about any inven- 
tory buildups until the danger of 
a recession is clearly removed. 
Said one, more in truth than jest, 
“Tl still be calling on the ware- 
house around thé corner when I 
run low for quite some time to 
come.” 


@ Inventories. New emphasis 
on stimulating business, however, 
should put a floor under con- 
tinued inventory paring. Any in- 
crease in production under today’s 
close-to-the-vest policies will 
automatically mean increased 
buying. 


® Government spending. Ken- 
nedy’s narrow victory dims the 
prospect for a big federal spend- 
ing program, observers in Wash- 
ington agree. They also agree that 
it puts another check on inflation 
by checking any prospect for a 
“dramatic lowering of interest 
rates.” 

The conservative balance in the 
makeup of the new Congress will 
be an even stronger check on any 
sudden new policies, observers 
say. Republicans cut the Demo- 
cratic margin in the Senate to 64- 
36 by picking up seats in Dela- 


FTC Examiner Orders 
American Ball Bearing 


To Revise Price Policy 
Washington—A Federal Trade 


Commission examiner ordered 
American Ball Bearing Corp., 
Brooklyn, N. Y., to stop dis- 
criminating in price among cus- 
tomers of its “ABC” automotive 
bearings. 

The FTC official ruled that 
American’s practice of breaking 
down its customers into three 
categories—jobbers, distributors 
and warehouse distributors—and 
offering different price discounts 
to these categories sometimes re- 
sulted in a 10% to 20% price 
difference paid by competing cus- 
tomers. Classification of some 
eustomers, he ruled, was “arbi- 
trary.” 

The examiner’s decision is not 
final and can be appealed by the 
company. 
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ware and Wyoming They gained 
18 house seats, trimming the 
Democratic lead to 257-172 (with 
eight House seats still undecided 
at press time). 

Southern conservatives will 
wield a stronger influence than 
before, it is generally agreed, in 
coalitions with Republicans. 


@ Business conditions. Unless 
the economy perks up in the first 
quarter of 1961, you can expect a 
step-up in pump priming. Look 
for the new Administration to in- 
crease the drive for more public 


housing, aid to the aged, and aid 
to school construction 

Many businessmen point to the 
stock market rally that began mo- 
ments after the election results 
were final as evidence that busi- 
ness does not view the future with 
misgivings. “Of course,” said one 
large East Coast textile manufac- 
turer, “it can be argued that the 
Kennedy victory had been dis- 
counted in advance by the market 
drop of two months ago. But that 
still fails to explain why it should 
rise on the day following elec- 
tion.” 


@Credit. The easier-money 
trend started by the Eisenhower 
administration will intensify 
under Kennedy. It means lower 
interest rates (probably another 
cut in the prime rate to about 4% 
by early 1961. This, in turn, will 
lower carrying charges for inven- 
tories and other business borrow- 


ing. 
P.A’s, commenting on the 
credit outlook saw an_ easier 


money policy as a spur to a build- 
up in manufacturers’ inventories. 
“More inventory will be avail- 
able,” said a Midwestern metals 
P.A., “because financing will be 
less of a handicap, and inven- 
tories won’t be depleted by in- 
creased production.” 


In fact, some key industrialists 
asserted that the Kenneay ad- 
ministration won't be nearly so 
unfavorable to the business com- 
munity as some arch conserva- 
tives contend. One observer in- 
terpreted what he called the 
“strange lack of communication 
about the election outcome” as a 
sign that there was more Ken- 
nedy sentiment among business- 
men than met the eye. He summed 
up their feelings this way: “It’s 
possible that Kennedy under- 
stands the language of business- 
men even better than Nixon was 
supposed to.” 

On this subject, the general 
attitude seems to be: “Let’s sit 
tight and see.” 


Gates new High Capacity V-Belt Drives 


Here's a typical example of savings 
with Gates new High Capacity V-Belt 
Drive. Former drive (left) on this 
Lodge & Shipley lathe required 6 
standard V-belts, and sheaves with 
a face width of 4%”. The Super HC 
High Capacity Drive (right) on the 
same lathe requires just 4 V-belts, 
and sheaves with a face width of 
only 1%”. In addition, the new drive 
saved 44% pounds—cost $39.94 less 
than the former drive. 


mail 


cut costs 2 ways 


There are V-belt drives on machines in your plant 
or machine shop as in the example above, and there 
may be V-belt drives on equipment you manufacture 


for sale. 


In both cases, using Gates Super HC High Capacity 
V-Belt Drives can help you cut costs, add to profits. 


1. On in-plant machines requiring replacement of 
both sheaves and belts, you save space, save weight, 
and money; you save also on bearing replacement and 
reduced down-time because Super HC Drives lighten 


bearing loads. 


2. On OEM applications, you can increase your 
profit margin with lower costs of Super HC High 
Capacity Drives; serve your customers better through 


SED. World’s Largest Maker of V-Belts 
ie 


Gates Super (HC} V-Belt Drives 


= CAPACITY 
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lower shipping weight of equipment, smaller space 
requirements, less maintenance on equipment in use. 


Super HC Stocks and Technical Help Readily Available 

You can quickly obtain technical assistance on 
drive design and get prompt delivery of Gates Super 
HC High Capacity V-Belts and Sheaves from Gates 
Representatives and Gates Distributors listed in the 
Yellow Pages of phone books in all major industrial 
centers. Ask for handbook: The Modern Way to Design 


Multiple V-Belt Drives. 


TPAS36 


The Gates Rubber Company, Denver, Colorado 
Gates Rubber of Canada Ltd., Brantford, Ontario 


same hp capacity 


in smaller “package” 


“‘Here’s Scotseal,’’ said C/R 


Premature wheel oil seal failure—often within the warranty 
period—was plaguing a major truck manufacturer. This 
was costly. One seal replacement took three hours labor and 
three hours tractor downtime—important money to the 
maker, dealer and buyer. Then C/R found an answer to 
the problem. A unique, new design called the C/R Scotseal* 
was submitted and tested . . . then tested again and again. 
First result: C/R Scotseals repeatedly ran 100,000 miles 
and more with no sign of failure. Second result: they’re ap- 
proved now for every truck tractor this manufacturer makes. 

Just why does this seal go 100,000 miles? C/R developed 


a special, ideal sealing surface and made it integral with 
the seal. The lip runs on this surface, not on the shaft or 
bore. In operation, centrifugal force creates positive, con- 
stant contact for leak-free performance. Also, the seal lip 
is completely encased and pre-lubricated, protecting it 
against damage in handling and assembly. This remark- 
able seal merits your consideration wherever high produc- 
tion runs are involved; where oil retention is difficult; and 
where equipment downtime and replacement costs are 
critical. The savings it can afford you and your customers 
may far outweigh the additional cost of this top-quality seal. 


Write for your copy of C/R Scotseal* Bulletin SS-100. 


CHICAGO RAWHIDE MANUF 


OIL SEAL DIVISION: 1299 ELSTON AVENUE «© CHICAGO 22, ILLINOIS 


Offices in 55 principal cities. See your telephone book. 


In Canada: Chicago Rawhide Mfg. Co. of Canada, Ltd., Brantford, Ontario 
Export Sales: Geon International Corp., Great Neck, New York 
C/R Products: C/R Shaft & End Face Seals « Sirvene (synthetic rubber) molded pliable parts 


Sirvis-Conpor mechanical leather cups, packings, boots *« C/R Non-metallic Gears. 
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*Reg. U. S. Pat. Off. 
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